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for sales ified 
Customers... 


sell MORTON’S 


Meat Curing Products 


AR and away the leader in its field... 
preferred by nine out of ten farm folks 
who buy prepared meat curing products. Fast 
moving Morton meat curing products can add 
dollars to your profits .. . give you a complete 
line of butchering needs for your customers. 
Morton’s Sugar-Cure and Tender-Quick 
make it easy to cure delicious meat for meal 
after meal of good eating. Morton’s Sausage 
Seasoning takes the guesswork out of sausage 
making , , . seasons sausage perfectly. 

Order from your jobber or any wholesale 
gtocer. Ask for Morton’s Tender-Quick, 
Sugar-Cure and Sausage Seasoning and also 
for a carton of meat pumps, Display with 
your butchering tools and equipment. You'll 
see how popular... and profitable the Morton 
line is! Morton Salt Co., Chicago 3, Illinois. 
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You can sell the Wooster De Luxe 
Roll-On Painter with complete assur- 






ance that its amazing vew top-quality 










mohair cover applies a// paint products. 
Gives excellent results with primers, 
ALSO AVAILABLE . . . to give you 4 
a complete line of Roll-On Painters 
for every price range, every purpose! +: even enamels! 

DYNEL MODEL. Economy-priced Sel] it, too, with Wooster’s guarantee that 


all-purpose model for oil, water 
and rubber-base paints. 


LAMB’S-WOOL MODEL. Medium- 
priced model with improved 
lamb’'s-wool cover for oil, water 
and rubber-base paints. 


4%, 7” and 9” widths in all models, 
supplied individually or in combination. 
Replacement covers available for all 
models in all sizes. 


WOOSTER v2 


THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO 


oil, water and rubber-base paints—yes, 


the new one-piece ny/on bearing-end caps will 
provide smooth roller action always or be 
replaced free of charge. 

Contact your distributor or write direct for 
name and address of the Wooster distributor near- 
est you. Order your stock of Wooster De Luxe 
Roll-On Painters today! 
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PAINTS {oll-Qn SMOOTHER, FASTER, EASIER WITH A WOOSTER PAINTER 9 “#0 
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Uff 1835, Wallace = has 


O Lore for the completene the 





line—a wide choice of grades 
and patterns in finest value 


tableware—in every price range. 


STAINLESS STEEL 
SILVERPLATE 
TINPLATE 


Complete line of specialty ite 


Distributed through #ading 


housewares and hardwar, 
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“IT CAN BE INEXPENSIVE 
WITHOUT LOOKING CHEAP” 


WALLACE 
BROTHERS 


Division of BR. Wallace & Sons Mfg. Co. 
WALLINGFORD, 
CONNECTICUT 
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What's a good 
file stock 
for your” 


No two localities are the same. Industrial activities 
aiffer. Merchandise demands vary . . . sometimes due to 
local conditions, sometimes to disturbances in the national 
economy. 

Watching these changing pulses is one of the secrets of 
successful merchandising. Hardware is no exception. Files 
are an important item. They’re very profitable—and ex- 
ceptionally so when stock assortments are kept tailored to 
the demands of the store’s trading area. 


A good rule: Concentrate on long-lasting Nicholson or 
Black Diamond—world’s finest and best-known brands—in 
the types and sizes most commonly wanted by your cus- 
tomers. (Then give them extra-prominent display!) You'll 
not only increase your turnover—and balance-sheet profit— 
but help the conservation of steel your government so earn- 
estly requests today. 


Your wholesaler knows your territory. Let him help 
you line up a model file stock. 


Write for “FILE FILOSOPHY,” Nicholson’s famous 48-page book 
on kinds, use and care of files. It will enable hardware store employees 
to give better service to customers. 
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Sito NICHOLSON FILE CO., 25 ACORN ST., PROVIDENCE 1, R. I. 


U.S.A. (In Canada, Port Hope, Ont.) 
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There’s something about new, 
strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK 
of 4" Proof Coil Chain— put it on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn’t resist dipping 
in and taking hold of that chain — letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I’d sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chaig jobber 
salesman said. ‘‘Chain is one of those things 
it pays to keep out where men can see it and 
get their hands on it.’’ 


Sure, TI sell AMERICA N-—the complete chain line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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It's Time to Speak Up 
In Your Own Defense 


The opposition of many Washington officials to 
the Herlong amendment, which preserves the his- 
toric mark-up practices of the distributive trades, 
represents a serious threat to the welfare of 
wholesalers and retailers. 

‘It is imperative that this opposition, which is 
based on ignorance of the facts, be met with a 
determined effort to correct this ignorance. 

We received in a recent mail a most instructive 
letter from a prominent wholesaler. This letter 
covers the Herlong problem so effectively that we 
are publishing it on these pages in its entirety. 
This letter deserves careful reading. 

Just as the opponents to the Herlong amend- 
ment give wide publicity to their views, so must 
the distributive trades make certain that their 
views receive public attention. e 

Don’t hesitate to discuss your views at meetings 
of your local clubs, your Chamber of Commerce 
meetings, etc. And sit down, right now, and send 
us your views on this problem. We’ll publish your 
letter and see that it gets before the proper people 
in Washington. 

This is no time to sit back and watch. Your 
business is affected by the Herlong amendment. 
It is urgent that you help get the facts on record. 
Write us now, don’t leave it for tomorrow. 





Wholesaler Stresses 
Need for Action Now 


We are publishing herewith a letter received 
from Wm. Geo. Steltz, president of Supplee-Biddle- 
Steltz Co., Philadelphia, commenting on the Her- 
long amendment.—Editor. 

Dear Sir: 

In common with many other businessmen, I 
have been greatly disturbed by the erroneous con- 
ceptions of business and economics which are held 
by many of our lawmakers. Sometimes I think 
that the distribution trades are being treated as 
lost children, and there are some complete mis- 
understandings of the structure of our wholesale 
and retail distributing functions. 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


This lack of knowledge of how our businesses 
operate threatens the foundations on which our 
distribution activities have been built. We face 
today a vital need for concerted action to correct 
this situation before it is too late. 

The general public is inclined to accept as facts, 
statements made publicly by members of Congress. 
This is indeed unfortunate, as many such state- 
ments relating to the effect which economic plan- 
ning and government controls will have on busi- 
ness and on the economic health of our country 
are so fantastic that they could well have had 
their origin in “Alice in Wonderland.” 

As an illustration of such faulty thinking, I 
refer you to an article by U. S. Senator Blair 
Moody, recently published in certain newspapers, 
in which Sen. Moody argues that retail and whole- 
sale prices should be controlled by freezing pre- 
Korean dollar markups rather than by freezing 
pre-Korean percentage markups. I quote from 
Sen. Moody’s article: 


“. .. The coalition’s Dirksen-Herlong amend- 
ment, introduced in the Senate by the chief advo- 
cate of wiping out all price controls, provides 
—again behind a cloak of sweet reasonableness 
—that pre-Korean historic, percentage mark-ups 
be retained. 
“The hooker in that one is the word ‘per- 
centage.’ Costs have risen rapidly since Korea. 
This clause, therefore, would force the public 
to pay not only the profit normally charged 
before Americans started to die on the trans- 
Pacific battlefield, but an extra percentage on 
higher costs. 
“It works this way: If the pre-Korean cost 
was $100 and the mark-up 30 pct, the margin 
was $30 and the price $130. If the cost of the 
same item has doubled, the cost would be $200, 
the historic percentage mark-up 30 pct, the price 
$260 and the margin $60.00. 
“If the word ‘percentage’ were changed to 
‘dollar’ the dealer would be assured his pre- 
Korean margin per item but the consumer would 
not have to pay for an extra $30 of inflation .. .” 
Sen. Moody’s hypothesis also has the ring of 
“sweet reasonableness,” and it may be that many 
persons will be persuaded to this belief by its 
plausibility. 

The error in Sen. Moody’s position is readily 
apparent to persons familiar with the problems of 








the distribution industry. The conclusion reached 
by the Senator would be sound only if ‘mark-up” 
was synonymous with “profit,” whereas actually 
“mark-up” is largely the portion of the selling 
price which covers the costs of distribution. 

It is an obvious truth that when there is a 
general increase in the price level of commodities 
handled by distributors, there is also a like increase 
in the costs of distribution. Sen. Moody calmly 
ignores this factor, and in the example contained 
in his article (quoted above) he assumes that the 
price level of the commodity has doubled but that 
the price level of distribution costs has remained 
static. Because of this erroneous assumption, his 
example makes it appear that a distributor would 
be able to realize a profit if the pre-Korean dollar 
mark-up was maintained, but the pre-Korean per- 
centage mark-up abandoned. 

Great harm to our country may result if the 
misconceptions of persons in high positions, who 
have suddenly become business experts in con- 
nection with the controls that the Federal Gov- 
ernment is exercising over our economy, are per- 
mitted to go unchallenged. It therefore seems 
to me that HARDWARE AGE can render a tremen- 
dous service to the public at large, as well as to 
the distribution industry, by giving as much 
publicity as possible to the true consequences 
which will result from basing controls on plausi- 
ble, but unsound, principles. 

Wm. Geo. Steltz, 
President 
Supplee-Biddle-Steltz Co. 
Philadelphia 





Experts Please Note: 
What Is a Trocar? 


We had a pleasant visit recently from a mid- 
western wholesaler. In the course of our conversa- 
tion, we touched on Saunders Norvell’s book “40 
Years of Hardware.” 

Our visitor told us how highly he regarded this 
book and that he had read it over many times. 
And each time he read it he was intrigued by the 
fact that when Mr. Norvell went on the road 
selling, the first order he ever took was for bull 
trocars. And, as related on page 52 of the book, 
it was 10 years before he sold another lot of these 
bull trocars. 

Our visiting wholesaler said he had asked many 
people what a “trocar” was, but had never gotten 
an answer. He asked us if we knew what it was. 

We confessed, sheepishly, that we didn’t know. 
Then, suffering a little from hurt pride, we said 
that we would darn soon find out what it was. 

After our visitor departed, Al Mangin, editor 
of our “Who Makes It Directory,” tackled the 
mystery in an approved Sherlock Holmes fashion. 
He delved into dozens of ancient catalogs and 
sales bulletins. He sat at the phone for several 
hours running down clues. Finally, the search was 
rewarded by a description of a trocar in an 
obscure little farm supplies catalog. 

We sent a picture of a trocar to our wholesaler, 
together with a description. He tells us he has 
framed it as a tribute to our persistence and as a 
reminder of Saunders Norvell. 

Now, the question is—how many of you hard- 


BUY CHRISTMAS SEALS 
FIGHT TUBERCULOSIS 





waremen reading this know what a trocar is? 
(A dictionary description doesn’t count.) Let’s 
see how many of you can send us a correct descrip- 
tion. We’ll enroll you in our Hardware Experts 
Club. 

And in speaking of Norvell’s hardware classic, 
we still receive many requests for copies of it, 
despite the fact that it’s been out of print for a 
quarter of a century. If you have a copy and 
would like to sell it, send us your name and address. 
The next time we have a request for a copy, we will 
forward your name to the reader seeking a copy 
and the two of you can negotiate the sale. 





Beware the Phony 
Check Casher 


With Christmas coming and large amounts of 
money changing hands, the phony check passers 
will be increasing their activities. Part of any 
plans you make for Christmas must include strict 
rules governing the acceptance of checks from 


' strangers. 


One bad check can ruin the profit from many 
sales. 

The rules for preventing acceptance of bad 
checks are few and simple, but they must be 
strictly observed. Why not post the following re- 
minder on the cash register where you and your 
salespeople will see it constantly: 


Before You Cash a Stranger’s Check... 
1—Have the presenter write his name on a piece 
of paper, without reference to his identification 
signature, as you watch him. 
2—Compare this signature with the signature 
on the credentials he offers. 
38—If this signature seems in any way not to 
conform with those on the credentials, refuse the 
check. 
4—Make a note on the check of the credentials 
used for identifying the check casher. For ex- 
ample, credit card numbers and issuer, license 
number, etc. 
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EASY TO STOCK... . less inventory and less shelf space . . . no 
duplicate right and left hand stock requirements because the ILCO 
Universal Door Closer can be mounted on either a right or left 
hand door without changing the internal mechanism. Labeled for 
quick identification. With this complete ILCO Universal line 
you can take care of every type of door closer application. 


EASY TO SELL... because of the many features of the ILCO 
Universal closer that guarantee trouble-free performance. Here 
are some of the most important: 








Extra strong one-piece forged steel crankshaft 
. Ample bearing above and below crank 
. Dual action valve for precision speed control 


. Helical spring gives dependable power 


1. 

2 

3 

4 

5. Patented leak-proof gland 
6. Precision machining throughout 

7. Ready for any door without change 
8 


. Climatic all-weather liquid 


The ILCO Universal Door 


Closer is guaranteed for 


Show your door closer prospect 
the ILCO Universal closer in action. 
Have a cutaway sample and instal- 
lations on your store doors. A dem- 
onstration makes it easy to sell 
the silent, steady closing power 
made possible by ILCO’S superior 
mechanical construction and _per- 


formance. 


ULE; 


two years . . . complete 
range of bracket styles and 
sizes .. . hold-open featurcs 
available for every instal- 


lation. 








14CO UNIVERSAL DOOR CLOSERS 


INDEPENDENT LOCK COMPANY «¢ FITCHBURG, MASS. 
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Move Towards Local Level Pricing be much less copper and aluminum. How much less 
s i s will depend on whether the product is regarded as 
Indicated in Service Order Change “more essential” or “less essential.” 
; . : A majority of hardware goods falls within the more 

Price-setting by OPS in the field, close to the re- essential category, including fishing tackle and major 
tailer and consumer, has been brought one step nearer appliances. Sporting goods generally, along with such 
by an order authorizing regional officials to initiate products as venetian blinds and metal furniture are 
certain pricing operations in the services category. classed as less essential. 

Major policy decisions, as well as the writing of Control officials admit that this latest cutback will 
specific regulations and the review of actions taken force some manufacturers to the edge of closing down, 
since price controls were instituted continue to be the perhaps business failure. But NPA will consider sup- 
prerogative of the national office of OPS. However, plemental allocations for steel to be substituted for 
it appears the master pricers are swinging over to the either copper or aluminum. 
belief arrived at during World War II, that some pric- This change was adopted after conference with 
ing operations are best handled at the local level. industry. Both control officials and business groups 

The Governmnt says its order concerning services agreed it was better to make minimum allotments to 
follows an over-all trend toward simplifying the oper- everybody than to try to say which items should not 
ation of price control for small business. Specifically, be manufactured. 
this single delegation of authority extends to ceilings 
for new services, seasonal services and those which OUTLOOK—Government will try to throw 
can’t readily be priced under a general regulation. defense contracts to smaller firms. This won't 

From this beginning it would require only a short help the civilian supply picture. Senate pre- 
transition to effect localized pricing for the retail * paredness subcommittee may recommend fur- 
trades. ther civilian cuts after a survey of the produc- 

Top pricers aren’t ready yet to allow regional offices tion picture, planned for the first of the year. 
to make price adjustments. Authority to do this will 
be forthcoming shortly, though. Building Activity Soars Ahead 

OUTLOOK—Indications are that President Despite Government Regulation 
Truman is spending some of his vacation 
hours contemplating a request for more strin- Government officials are looking for new ways to 
gent price controls. If Congress doesn’t appear apply the brakes to construction activity, which con- 
to fall in with this idea, the President may tinues to barge ahead despite material controls and 

3 take the lawmakers to task prior to national credit curbs. 

convention time for an alleged failure to pro- Construction in general was running 8 pct ahead 

tect the consumer. If controls are stiffened, of last year, as of Nov. 1. Home building reports for 

look for the decentralization of pricing opera- October placed residential building almost above the 

tions to continue its present trend. one billion mark: about 15 pct more than government 

wanted for all of 1951. Best guess now is that 1951 

oe oe construction activity will run above $20 billions or 
Essentiality Becomes Key to from 3 to 4 pct more than last year. 

eget , Government officials are begging home builders, who 
Civilian Hard Goods Production do not need NPA permits, to go easy except in 

Been the tesst eilieiels taki a designated critical areas. Meanwhile, control officials 

‘ st optimistic are now taking with a will screen permit applications more closely; will turn 
grain of salt continued forecasts that there will be no down at least two out of each three filed 
serious shortages of consumer goods over the coming 99 
year. OUTLOOK—Building contractors are run- 

First of the major changes forecast by HARDWARE ning out of materials and will have a tough 
AGE concerning handling of CMP has been put into time getting more. Structural steel is the 
effect with the first quarter allotments of controlled a present governing factor, but the growing 
materials for consumer goods. copper shortages may be an even more limiting 

Manufacturers of hard goods will get only slightly factor soon. 
less steel than they have been getting. But there will (Continued on page 80) PHC 
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AND NOW 


TELEVISION 


On A Nationwide Scale 


SELLS MORE 


RISTO-MATS 


WORLD'S FINEST ALL-PURPOSE STOVE AND UTILITY MATS 


for YOU! — 


Television is the latest big gun in Phoenix Table Mat’s endless promotion 
campaign to help build your ARISTO-MAT sales. In key trading areas across 
the country ARISTO-MAT spots on television will be delivering hammer: 
blow impact right at the local level—joining forces with the continuous 
national advertising campaign to add power to its drive. 





These are “selling” spots making full use of the most potent sales weapon 
in promotion history. 

Be sure that you reap the benefits from Phoenix’s greatest advertising 
campaign! 

Give ARISTO-MATS plenty of prominent display space in your store and if 
you’re low on stock get your reorder in today. 


SEE YOUR JOBBER—OR WRITE DIRECT: 








PHOENIX TABLE MAT CO. Chicago 7, Illinois 
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LATEST 


Shadowbox Clock Set 


This new “Shadowbox” clock set 
has a clock and two matching 
shadowboxes in white polystyrene 
plastic. The 5% in. sq. clock case 
has a recessed back for excess cord, 
green numerals on a frosted alumi- 
num dial, yellow hour markings, 
red sweep second hand, and white 
hour and minute hands against a 





dark blue background. Each set 
comes in a full-color carton, and a 
handsome counter display is offered 
free with every four clock sets. 
Suggested retail: $6.95. The Ses- 
sions Clock Co., Forestville, Conn. 


Nail Pullers 


Now available for national dis- 
tribution is the Cat’s Paw line of 
nail pullers. They remove all sizes 
of nails with minimum damage to 
the wood. The head has a special 
design with a smooth-rounded back 
that takes a quick grip on the nail 
head even when flush or below the 
surface of the wood. Offered in 
four styles: general purpose, nail 
and staple puller, nail puller with 
chisel end, and a special puller for 
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INFORMATION ON NEW PRODUCTS AND SERVIC 


reaching difficult places. A handy 
carton holds 12 tools. Retailing at 





$1.40 to $2.50, depending on type. 
C. Drew & Co., Kingston, Mass. 


New Polisher 


Designed to replate silver while 
cleaning it, Beam Silver Polish N’ 
Plate can be used on any plated 
article, including silver, nickel 
silver, bronze, brass or copper. It 
deposits a new layer of silver each 
time it is used. An 8-oz. bottle 
retails for 98c. Beam Products, 
25-17 41 Ave., Long Island City, 
i. os 





New Refrigerator Line 


One of the nine refrigerators in 
the Gibson Diamond Jubilee line is 
this Model 982, with 9-cu. ft. of 
space. It has a wall-to-wall Freez’r 
Lock’r holding 53 lbs. of frozen 
food, and there is also a meat 
locker. Fresh vegetables can be 
stored in the two 13-qt. Swing’r 
Crisp’rs. A feature is the newly 








designed Defrost-O-Matic. Priced 
at $399.95. Others in this line in- 
clude refrigerators, ranges and 
home freezers. Gibson Refriger- 
ator Co., Greenville, Mich. 


Aluminum Base Iron 


The new Westinghouse Open 
Handle iron is available in a light- 
weight aluminum base model. The 
iron, Model ID-514, was recently 
introduced with a cast iron base 
or sole plate, weighing 4 lIbs., and 
the aluminum base model, Model 
ID-513, weighs 3 lbs. Both models 
retail at a suggested list price of 
$12.95. Electric Appliance Div., 
Westinghouse Electric Corp., Mans- 
field, Ohio. 
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in hardware merchandise... 


Standard Gage Rubber Tile 


_ A new standard gage Fremont 
rubber tile has been introduced for 
long wear in a number of fade- 





resistant colors. It sells for 22¢ 
per sq. ft., shipped F. O. B. Fre- 
mont, or plus zone freight charge 
F. O. B. distributor’s warehouse. 
Fremont Rubber Co., Fremont, 
Ohio. 


Electric Roaster 


A new electric roaster, Stream- 
liner Model 118-03, features a look- 
in lid, thermostatic heat control, 


J 
a 








' FOR THE HARDWARE DEALER 





browning vent, three-piece porce- 
lain pan set and a bake rack. It 
has an 18-qt. capacity. Retail price: 
$39.95. Nesco, Inc., 201 N. Mich- 
igan Ave., Chicago 1, IIl. 





Home Adhesive 


Now available for home and 
farm use is Permo Home Seal, 
which has a neoprene rubber base 


ty 





that acts as an adhesive with any 
porous material to form a positive 
waterproof flexible seal. Comes in 
liquid or paste form, will not dry 
out, and remains permanently flexi- 
ble in all outdoor or indoor condi- 
tions. For the repair of furniture, 
treating the under surface of throw 
rugs, repairing cracks in boats, 
waterproofing, etc. Wahl Products 
Inc., 600-610 Randall St., Eau 
Claire, Wis. 





Nylon Paint Brushes 


This new line of nylon paint 
brushes, called the “Nu-Century” 
line, features pre-conditioned nylon 
filaments with flagged tips. Action 
of the flag-tipped filaments is much 

(Continued on page 50) 
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TO HELP YOU 


SELL 


AND OTHER DEALER 








Plastic Housewares Kit 


For dealers handling plastic 
housewares, there is a promotional 
kit containing four-color counter 
and window easel cards to spark 
sales. One of the cards is shown 
here. The kit is available free of 





charge. The Dow Chemical Co., 
Merchandising Section, Plastics 
Sale, Midland, Mich. 


Tape Promotion 


A special promotion unit for the 
new Evans model tape (P-W 
series), consists of the regular 
“White-Tape” steel blade in a 
Tenite II case packaged with an 
extra replacement blade. The tape 
is sold at the regular price of 85¢ 
for the 6 ft. size, and the extra 
blade is sold at 50 pct off list price. 
12 White-Tapes and extra blade 

(Continued on page 60) 
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Holiday Season Gets 
Off to Earlier Start; 
Retail Stocks Trimmed 


There were encouraging reports 
that Christmas merchandising ef- 
forts were getting off to an earlier 
start than the traditional Thanks- 
giving Day deadline, in some of 
the metropolitan cities. 

This was due to the fact that 
dealer stocks are still so plentiful 
that stores are going to make 
stronger than usual efforts, at this 
time, in order to get the jump on 
what promises to be a banner 
holiday selling season. 

September retail sales were 
somewhat lower than had been 
expected which does not jibe with 
the economic fact that personal 
income, for the first nine months 
was 13 pct ahead of the compar- 
able period of 1950. 

Retailers trimmed their inven- 
tories by $600 million by the end 
of September, but wholesalers’ 
stocks, in all lines of business, 
were unchanged in August. 

Wholesale hardware inventories 
are highest in New England, 
where jobbers at the end of Sep- 
tember had the equivalent of 18.5 
weeks’ supply on hand. Middle 
Atlantic hardware wholesalers 
had only 10.6 weeks’ supply. 

Makers of nationally adver- 
tised products learned at the re- 
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» Sunbeam Battling for Fair Trade 


> Manufacturers Explain Excise Taxes 


» Good Holiday Trade Seen 


cent annual meeting of the Amer- 
ican Fair Trade Council, that the 
only way to make Fair Trade 
really effective is to have the pub- 


lic induce Congress to write some 
specific amendments to the Miller- 
Tydings Act. (See A.F.T.C. re- 
port, p. 84.) 


Broomcorn Brooms at Highest Peak Due to 
Two Successive Years of Short Crops 


While this year’s crop was larger 
than last year’s, it is still some 
7,000 tons smaller than the 10-year 
average and well below the manu- 
facturers’ needs, which is the prin- 
cipal reason why broomcorn brooms 
are now at their highest price in 
history. 

The two short crops of broomcorn 
in successive years, and the fact 
that there was no carryover of 


New Excise Tax 





broomcorn from last year have 
brought about an astronomical rise 
in the price of broomcorn, explains 
Harold P. Frances, president of the 
National Broom Manufacturer As- 
sociation. 

This year’s crop was estimated 
by the Dept. of Agriculture at 36,- 
000 tons —some 10,000 tons more 
than last year’s crop, which was the 

(Continued on page 86) 





Manufacturers Using Varied Pricing Methods 


The new excise taxes, which took 
effect on Nov. 1, will be handled in 
various ways and a clear-cut pat- 
tern of pricing is not discernible 
at this time, according to actions 
taken by various manufacturers. 

A number of manufacturers sell- 
ing through the hardware trade an- 
nounced revisions of their price 
schedules soon after the new excise 
taxes were imposed. 

Hardware dealers and whole- 
salers are permitted to revise their 
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own ceiling prices to make allow- 
ances for the higher prices. (See 
H.A., Nov. 15, p. 142.) 

Some manufacturers will include 
the new excise in their list prices. 
Others have announced to their dis- 
tributors that they and their deai- 
ers will have the choice of whether 
or not to make corresponding in- 
creases in their own prices. 

One company has requested that 
retailers do not take a historical 

(Continued on page 82) 
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P&C GUARANTEES 


Double 


AND THEN SOME 
WITH THIS AMAZING 





Choose the Display That Fits 
Your Store and Your Potential 


R-150 supplies you with 150 tools selected 
for fast turnover from the complete P & C 
line. It is a complete mechanics’ hand tool 
department in only 32” of counter space. 


Thrifty-50 Doubles Turnover, Too 


Thousands of smaller stores are boos 
hand tool volume with the concentrat 
heart of the entire P & C line, contained in 
this T-50 tool selection. With 2 each of the 
50 fastest-selling tools, you will sell at 
least one of each item every month. THAT 
GIVES YOU 6 TURNOVERS A YEAR 
for more profit on a smaller investment— 
a first cost of only $76.50 and profits of 
$160.00 to $230.00. 

Write for the free illustrated folders that describe 
all the exclusive selling features of these re 
ary displays, and tell how they are setting new sales 
records for dealers in every part of the > 
They list all tools, with sizes and prices. Ask for 
your copy today. 


P&C HAND FORGE 


BOX No. 5926A PORTLAND 22, OREGON 
CABLE ADDRESS: PANDCTOOL 


HARDWARE AGE, NOVEMBER 29, 1951 
















he Tumover 
| ROCKET - 100 


pal | mut Bost 1OOUs 








Now you can make $421.60 


profit or more per year on only $210.84 stock 


investment with your new P & C 
ROCKET-150 DISPLAY 


Sales, turnover and profits have zoomed for dealers 
all over the country as soon as they begin to follow 
the P & C Profit Plan. 


They have found you can clean out old, dead 
stock; cut your investment; save space; save time 
and work for clerks; cut your inventory and still 
have a more complete selection of tools; get 2 to 3 
times the average turnover and make more money 
every month on mechanics hand tools. The P & C 
Profit Plan is a complete, tested and proven mer- 
chandising service to help you solve your problems. 


Your P & C distributor salesman will help you 
analyze your mechanics’ hand tool sales for higher 
turnover and profits on a smaller investment. He 
will help you put the P & C Profit Plan on the job. 
Write for the name of your nearest P & C dis- 
tributor today. 
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~ All your customers like to give—and 
receive— Thermos brand vacuum ware. 
“Thermos” brand vacuum bottles are always 


welcome, always useful to people of every age. 





Lunch kits by Thermos cover every request— 





there’s the Workman’s, the Round Top, and 


for the 
WOMAN 


the smart Flat School Kit, too. Outing Kits are 


increasingly popular. And the newer Lunch 








Cases are perfect for one and all. 











Display “Thermos” brand vacuum bottles 
and lunch kits. Your customers will appreciate 


these fine Christmas ideas. 


. THERMOS 


CHILDREN, TOO emeee ee 
se The vecwuun boute 
werybotly atht fer 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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Polished, stainless steel rack with four 
adjustable hangers. Rack No. 1720—retail 
price $2.00. 





Gleaming stainless steel rack holds 4 
utensiis and covers securely in place. Rack 
No. 1721—retail price $2.50. 





Handsome Deluxe stainless steel utensil 
rack shows off ten sparkling “Kitchen 
Jewels."" Double rods hold many covers 
securely, or make a convenient shelf for 
decorative items. Rack No. 1722—retail 
price $7.50. 
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DISPLAY REVERE RACKS 
where customers can see them 


There’s a ready-made market for Revere Racks. For every one of 
the millions of users of Revere Ware is a prospect. And, according 
to the dealers. who have displayed Revere Racks, those prospects 
are hot ones. But you’ve got to show ’em if you’re going to sell ’em. 

The reasons are simple: The stainless steel beauty of Revere 
Racks, complimented by the glistening copper-clad stainless steel 
Revere Ware is a display which any housewife will be proud to 
have in her kitchen. And Revere Racks are so handy, too. Every 
pot and pan within easy reach. And there’s no fumbling in dark 
closets for an elusive pot cover. What’s more, look atall the storage 





space housewives save! 

Start, today, to hang up those Revere Racks where people can 
see them... in your windows, on your counters. And you'll hang 
up extra dollars for yourself. The supply situation on Revere 
Racks is good right now, so place your orders without delay. 





SEE “MEET THE PRESS" N NBC TELEVISION EVERY SUNDAY 
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TESTED 


PROFIT MAKERS 








KEIL key duplicating machines have proven over the years to be 
one of the outstanding profit makers in any hardware store. 


The fact that you have installed a KEIL key duplicating machine 
will automatically bring new traffic to your store. For sixty-seven 
years KEIL has manufactured the most complete line of automatic 
key duplicating machines. 


Write today and let us show you how you too may increase your 
profits and traffic with a KEIL key duplicating machine. 


E S0e 7 


KE YauPLicaTiInc MACHINES 


KEIL LOCK CoQ.,Iinc., CHARLESTOWN,NEW HAMPSHIRE 
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The Finest Drill-Bits Ever Made... TWO /p TYPES 


















TYPE 999 V, TYPE B-25 
» | Sizes 1/16" Sines 17/64" 
to 1/2" by to 1/2" by 
a 64ths with Fe nag 
dl eg full sized eter shanks 
jf 





shanks. for use in 


1/4" elec- 
tric drills. 


Magic iit, Wh Vf "ike 


Special temper- 
HIGH SPEED “(tié* DRILL-BITS 


ing treatment, 
WITH 


MDL ALLTT 


wearing qualities, 
FOR EASY DRILLING 


leaves surface of 

fine high speed steel 

a glossy black. This 
exclusive Century re- 
finement makes drill bits 
stay sharp much longer. 


QUIEK- LUT POINTS. 
Y 1. Starts “biting” right away—will 
. not “walk” or “wander”. 
2, Greatly reduces load on electric drill. 


a 3. Exactly the same point as used in air- 
craft plants for difficult drilling jobs. 
(All Magic Black drills in sizes 3/16” 
to 1/2” have Quick-Cut Points.) 


PACKAGED 3 WAYS FOR YOUR SELLING CONVENIENCE 








pare PACKAGED PACKAGED PACKAGED 
i | INDIVIDUALLY IN ENVELOPES IN SETS 
' IN PLASTIC Highest Quality, Colorfully 
is TUBES Attractive Sales Ilustrated 
For easy inven- A 1Co Cellophane 
) Ppea PY, Pp 
! pen iy ~ wi Th “Cl for easy inven- Wrapped 
in Pilfer-Proof ge fs tory iden- Packages. 
ent ,ay ey tification. Metal In- 
Gasvania PF Sizes 1/16" to ee dexed Drill 
for Order Fill- % 1/4" —12 in WE mcrae Containers. 
ey ane yal Envelope. nF are Outstanding 
Coin Were = 17/64" to 1/2" Sales Display 
1/2"'—6 in a Carton. — 6 In Envelope. Features, 





Nationally Distributed and 


Sold Through Leading Wholesalers Everywhere 


CEN TUR Y FILL IN—CUT OUT—MAIL TODAY 
DRILL & TOOL WORKS St1 South Green Street, Chlonge 7, Wt 


Gentlemen: 
CHICAGO + NEW YORK «+ LOS ANGELES Please [1] Send name of nearest distributor 


DIVISION OF AVILDSEN TOOLS & MACHINES, INC. C] Have salesman call 
FACTORIES: CHICAGO +» NEW YORK « LOS ANGELES CO] Send complete catalog 


Oniginalors of Mechanics Length — 
Drill- Bits and Drill-hit Sets riggs SS 




















This V-Belt Program is Store-Designe 
5} Ways to Build Your Sales 





5 | 
COMPACT TO SAVE SPACE— 


Counter, ceiling or wall displays al] 
save space thanks to Goodyear’s 
space-miser packaging sleeve. 


Ser Vomatic merchandiser dis- 
plays 60 belts in 1’ sq. ft. 
of counter space. 





| 
















nS) MATCHED-TO-YOUR-MARKET 
BELT ASSORTMENTS 


Give maximum turnover with mini- 
mum inventory because Goodyear 
assortments contain only most popular 
sizes. 


Assortment 60-A handles 70% of all 
replacements and covers 27% more user 
needs than average FHP V-Belt assort- 
ment. 


No slow moving specials—making a 
hard cash saving for every dealer. 














SerVomatic—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


OODFYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like “THE GREATEST STORY EVER TOLD” —Every Sunday—ABC Network 


SALES AIDS 
PROMOTE SELF-SERVICE 


Simplified nomenclature — making self- 
service possible because customer can 


find belt he needs quickly. 
Selling prices displayed right with belt 


help promote self-service — 
also on dealer. 


“ABC of V-Belt Drives” 
booklet solves design prob- 
lems for simple drives—a 

big customer aid. 


Beltmeter gives quick, cor- 
rect reading of belt size. So 
simple, anyone can use it. 


Replacement catalog lists V-belt 
needs of almost every 
ae light machine in % 
e home or on farm. 
Alternate replacement chart 
eliminates need to carry up 
to 20% of slow-moving spe- 
cial size belts. 





See for yourself how 

é Goodyear’s FHP V-Belt program 

| is store-designed to build your sales 

» and profits. Ask for full details NOW 
by writing Goodyear, Dept. 742-C, 

Akron 16, Ohio. 
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Store Management 


Che. 





Good Sales Volume Is Never an Accident 


A successful store is never an accident... 
it is planned. Here is a report on the 
planning used in a successful 

store in Scarsdale, N. Y. 











EATNESS, cleanliness and orderliness 
Pibsaavessestes the Scarsdale, N. Y., store of E. Robi- 
son, Inc., and these qualities of good storekeeping become most 
evident during the extremely busy pericd of the Christmas selling season. 

Every function in this attractive, small community store is carried out with dispatch 
and a lack of fuss, because each of the 16 regular employees has been thoroughly trained to do 
every job in the store. 

In order to get every new employee off on the right foot, he is first placed in the stockroom. Once he 
gets perfectly familiar with the shelf stock he is permitted to roam the store, to get acquainted with the 
location of merchandise and to observe how salesmen handle sales. It is the new man’s job to place stock 
on shelves. 

The store is managed by Al Schramm, younger brother of William Schramm, manager of Robison’s 
Hartsdale store and supervisor of both stores. There are two assistant managers who work under A! 
Schramm. One concerns himself mostly with the store’s separate appliance section, and the other super- 
vises personnel, floor selling, display, and dispatch of the store’s delivery trucks. 

“We pride ourselves on the fact that we have practically no damaged or soiled merchandise,” says Mr. 
Schramm. “Every shelf in the store is a display shelf, for we don’t believe in carrying a heavy overstock. 
We believe in ordering frequently as needed, and carry a bare minimum in overstock. 

“Not only does this keep our inventory way down but it also ensures that customers will receive mer- 
chandise as bright and fresh as when it left the factory. 

“No matter if stock is on the lower shelves it has to be kept perfectly clean. If it is necessary for a 








HARDWARE AGE, NOVEMBER 29, 1951 21 








2 


fa) Jf 


oe 


WANT IP 

Cheap Mwe/ bars 
= Sil * <a Las é 
Ved land bre - 


Case — 4 eno 

















Combination daily sales report and want slip. The latter is a list 
of requisitions and takes the place of the usual store want book. 
The sheet is perforated so that it can be separated into two parts. 





Selected gift merchandise, attractively displayed in this fashion, has sales appeal. 
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salesman to blow dust off an article 
the customer gets the idea that it’s 
been there for a month of Sundays, 
or that it isn’t very salable,” Mr. 
Schramm said. 

“We’ve found a better way than 
the ordinary want book to keep 
us right up to date on merchan- 
dise requirements,” explains Mr. 
Schramm. 

“Each man has his own sales 
book and in there are printed want 
slips on which he jots down re- 
quirements as soon as he notes 
them. Every salesman at the end 
of the day turns in his want slip 
to the office where they are consoli- 
dated so that an order can be writ- 
ten the next day.” 

The store tries to give each em- 
ployee a feeling of responsibility 
and each has charge of some sec- 
tion of the store. 

“ach man keeps a record of his 
sales. 

“We are not particularly inter- 
ested in knowing how much each 
man sells, for we know the caliber 
of our salespeople,” says Mr. 
Schramm. “However, by keeping a 
daily record of his sales, each sales- 
man is able to judge how his sales 
are running by number and by 
value.” 


Incentive Plan Introduced 


The store recently introduced an 
incentive plan which has stimulated 
sales. A prize is offered each 
month to the salesman who turns 
in the best sales record. The prize 
is generally a pen and pencil set 
or something similar. 

Mr. Schramm states that his 
store has tremendous volume on 
certain lines. One of these is light 
bulbs, and this store is said to sell 
more of these than any other store 
in Westchester County. This vol- 
ume is attributed to the proper 
kind of display. The store fre- 
quently moves six to seven cases of 
bulbs in one day from its bulb dis- 
play fixture. 

More than 500 over-the-counter 
sales are generally made on a Sat- 
urday in this well-operated store. 

A great part of the business of 
the Scarsdale store is delivered by 
the store’s trucks, and this is an- 
other store function which is well 
organized. 

Here’s how the system works: 

When a salesman takes an order, 
either by phone or over the counter, 
he writes it in triplicate. When the 
order has been filled the order 
form is marked with a big pencilled 
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“xX.” The salesman then attaches 
the-second or blue copy to the com- 
pleted order and places it: in one of 
seven marked bins in a delivery 
room. When a driver picks up an 
order to be taken out he removes 
the third or pink copy and places 
it in a box marked “being deliv- 
ered.” This gives the store a check 
on the approximate location of its 
merchandise at any one time. 


Delivery Bin Identification 


The seven bins in the delivery 
room are marked as follows: (1)— 
Will call (2)—Deliver tomorrow; 
(3)—Deliver today; (4)—Being 
delivered; (5)—Appliance orders; 
(6)—Factory orders; and (7)— al 
Factory repairs. There's no hidden merchandise on this store's shelves 

“Will call” slips are marked in and it is kept scrupulously clean at all times. 
that way and are placed with the 
merchandise in the proper bin. 

When an appliance sale is made 
the sales slips are placed in the 
slot labeled “appliance sales” and 
only after delivery has been made 
is the sales slip taken from the slot 
and turned into the office so that 
the charges can be entered on the 
customer’s account. 

When an item is brought in for 
repairs, a two-part ticket is filled 
out. One part is attached to the 
article and the duplicate slip is 
placed in the proper slot, where it 
remains until the repaired item is 
returned to the customer. 

The “factory orders” slot is used 
for slips on which merchandise has 
to be returned to factories when 
the store doesn't have the neces- Items are given plenty of "air which lends them more 
sary repair parts in stock. appeal when backed by pastel colors. 
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All merchandise dis- 

plays are kept in 

apple pie order at 

all times. Each sales- 

man has a section 
to maintain. 
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New Store Cuts Selling Costs 


The HARDWARE AGE camera takes you on a tour of 
the new Sparks Hardware in Vancouver, Wash., with 
40,000 sq. ft. of display space on four different levels 
in a $200,000 layout. Volume has increased 30 to 


50 pct, with a one-third increase in selling space but 





with the same number of employees. Efficient equip- 


ment has reduced selling costs. 








Looking toward visual front portion of store. Asphalt tile floor is in different color for 
each department as are fixtures. Dark blue-green is used for housewares, light lavender 
for dinnerware and light blue-green in sporting goods section. 
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Section of hardware 
department. Note 
continuous fluores- 
cent lighting, sprin- 
kler system and wide 
aisles. This and each 
of the three other 
floor levels is con- 
nected through its 
service room by 
dumbwaiter to the 
stock room. Freight 
elevators also serve 
each level. There is 
also an off-the-street 
ramp to a covered 
loading and unload- 
ing dock. 


> 


Appliance depart- 
ment showing wide 
area left free of 
display for opening 
day ceremonies. 
This section includes 
complete working 
kitchen and other 
electrical equipment 
set up for operat- 
ing demonstrations. 
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View from corner 
front door, shows 
china, glassware, 
silver and gift sec- 
tion, which has its 
own buyer-manager. 
The three other basic 
departments — hard- 
ware, housewares 
and appliances — 
operate under like 
plans. 


Turn page for 
more details 
of this store 









Festivities for opening, June 
22, 1951, were broadcast over 
radio station KVAN. Left to 
right are: Mrs. Harry Craig, 
who has charge of gift de- 
partment; Harry Craig, store 
manager; their son Jim, as- 
sistant manager, and Al Bauer 
of KVAN. Mrs. Craig's father 
founded the business 70 years 
ago, 
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New Store Cuts Selling Costs 


Continued from preceding page 


_ ACRUSADE OF 


SPARKS CD.swcl8B2 






View from center of 
gift department 
looking toward sec 
tion of the hard. 
ware floor which 
houses sporting 

goods displays. 





















HARDWARE 


One of four diorama 
type display windows |5 
ft. long, 4 ft. high and 
4 ft. deep. These win 
dows have plate glass 
mounted in a brushed 
aluminum frame 
mounted flush to the 

narrow brick wall. 
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Over-the-counter sales are handled in this area. Note bin and panel displays behind the counter. 


Successful Selling of Industrial 
And Ship Supplies 


Instead of seeking to make har- 
mony of a musical type the Antrim 
quartette goes in for selling indus- 
trial and ship supplies. So well 
does this group—a father and three 
sons—present its story, that sales 
are currently running at a rate of 
51 pet above last year. The four 
Antrims and their employees use 
knowledge in meeting the problem 
of priorities. 

E. Hulings Antrim, who is the 
president of Antrim Hardware Co. 
in Camden, N. J., says, ““When we 
saw that the government was again 


W ell rounded stocks sold by well informed personnel 
have enabled firm to increase sales 51 pct despite 
difficulties of operating. under priorities regulations. 
Firm continues to do 80 pct of its volume in industrial 


supplies and balance in ship supplies 


going to issue regulations covering 
the purchase and sales of tools 
and supplies we made plans to meet 
this responsibility. Having memo- 
ries of regulations from World 
War II we promptly lined up our- 
selves so that we could carry on 
our business in as normal a way :t 
possible.” 

With 80 pct of the company’s 
sales being made to industrial firms 
and the balance to ships in port, 
the firm must be fully conversant 
with government regulations con- 
cerning D.O. ratings and use of the 


HARDWARE AGE, NOVEMBER 29, 1951 


MRO stamp. The Antrim company 
sent letters to all of its accounts 
informing them that it had to com- 
ply with government regulations 
and that its customers would have 
to have the proper D.O. ratings 
and MRO stamp if purchase or- 
ders were to be honored. Custom- 
ers were reminded that the Antrim 
company was ready at all times to 
assist them in placing orders and 
suggested that the firm be con- 
tacted whenever there was doubt 
as to regulations. Even when there 
is no sale for Antrim’s the staff is 
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willing to give advice on priority 
regulations to its customers. Will- 
ingness to freely give this informa- 
tion has built considerable goodwill. 

A bookkeeper at Antrim Hard- 
ware Co. was delegated to keep 
track of government regulations 
concerning its wares and their pur- 
chase and use by different types of 
customers. The bookkeeper is au- 
thorized to make as many visits or 
telephone calls to local government 
offices as necessary for this pur- 
pose. His findings are then passed 


Headquarters of the firm. 


along to all executives and salesmen 
of the company. 

The Antrim company does more 
than 90 pct of its volume over the 
*phone, the balance being handled 
by outside salesmen or in over-the- 
counter transactions. The order 
employee at the telephone is just 
as familiar with government regu- 
lations as the salesmen. When giv- 
ing information as to prices and 
goods it is this employee’s duty to 
remind customers to be sure to use 
the proper DO number. If the tele- 





The Antrim business quartette, seated, E. Hulings Antrim 
and his three sons, left to right, Philip, Ben and James. 
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phone clerk cannot answer a re- 
quest for priorities information a 
salesman will be asked to give the 
answers over the phone or by a 
personal call. 

A revolving visible file system is 
used by the telephone clerk. The 
system is broken down into classi- 
fications such as cutting tools, fin- 
ish hardware, machine department, 
bolts, rope, paint and other mer- 
chandise. Stock cards list each 
item with data as to size, weight, 
number and price. 

The entire stocks at Antrim 
Hardware Co. are maintained ac- 
cording to classification with an in- 
ventory card for each item in the 
various classifications. Both mini- 
mum and maximum stocks are 
noted on these cards. 

For many years Antrim Hard- 
ware Co. has been in constant con- 
tact with operators, whose ships 
dock in Camden or in Philadelphia. 
Agents for ships call Antrim’s be- 
fore their boats actually dock and 
give verbal orders for their needs. 
These phone calls are confirmed by 
later written orders so that mer- 
chandise is ready for delivery at 
the time a ship reaches its dock. 
The firm also has its outside sales- 
men make contact with ships as 
they come into port and is equipped 
to do a complete ship chandler’s job. 

“We have found that the impor- 
tant thing in handling ship busi- 
ness is to have a complete line of 

(Continued on page 45) 
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Paint Selling Ideas 











Make Your Entire Store 
A Color Demonstrator 


B. F. Guttenberger, Macon, Ga., 
is convinced that color harmony 
is a more important sales factor 
than most retailers realize, for 
by using color in their stores to 
create effects, it in turn creates 
a sales impulse for the paint de- 
partment. 

In the Guttenberger store, this 
is how that color theory is put 
into practice. A color scheme for 
even the display fixtures has been 
devised that is not only striking 
to the eye but which Mr. Gutten- 
berger believes also creates a de- 
sire to shop around in the various 
departments. Since the business 
was opened in 1950, fixtures have 
been repainted three times, the 


present color combination being 
Colony blue, Monterey red, two 
shades of a pastel yellow, and 
shaded white background. 

Each of the store’s departments 
is divided into a complete unit by 
the use of a special display par- 
tition extending 6 ft from the 
walls. These partitions are 6 ft 
high and at the top have 6-in. 
shelves for displaying merchan- 
dise. 

“The painted display fixtures,” 
reports Mr. Guttenberger, “sell 
paint in this way. Customers 
shopping in the gift or house- 
wares departments notice the un- 
usual colors and ask about them. 
We then explain that the fixtures 





were built out of cheap pine 
boards, but by finishing them with 
the paint we sell in our paint de- 
partment, they have become at- 
tractive as well as useful. 

“This generally strikes a crea- 
tive chord in most customers for 
then they can clearly see how they 
also can brighten their homes 
with color, and a paint sale is 
the result. 

“Also, when discussing paint 
with a customer, I have found,” 
observes Mr. Guttenberger, “by 
pointing to the color scheme in 
my store, I can better demonstrate 
how the customer can use more 
color in the home. As a result, I 
find it easier to sell a number of 
colors than just the one shade a 
customer had in mind.” 

In his window displays, Mr. 
Guttenberger follows the same 
practice. He uses display racks 
built specially to fit into the win- 
dow. These racks are painted a 
different color each time a window 
display is changed. The refinish- 
ing requires only a few minutes. 

One window display in which 
he painted the rack a Colony blue, 
which he describes as a deep dark 
shade with a very unusual tone, 
brought more than 50 inquiries 
the first week it was in the win- 
dow and created a number of new 
customers. 





The Guttenberger gift department where, as in the entire store, color has turned display 
fixtures made of inexpensive pine board into gay and useful sales stimulators. 
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The Plaza Shopping Center has facilities for parking 700 cars. The lot has now been surfaced. 


Hardware Promotion 


LEXINGTON 
PLAZA 


NATIONAL FOOD STORES 
PLAZA PASTRY SHOP 
PLAZA HARD WARE 
PLAZA CLEANERS 
BARBER & BEAUTY SHOP 


WOLLANS CHILDRENS SHOP 
PLAZA TOGGERY 
PLAZA DRUGS 








When Ray V. Berg, owner of 
Plaza Hardware, in St. Paul, Minn., 
joined other merchants last Decem- 
ber to make the new $350,000 Lex- 
ington Plaza center a live, one- 
stop shopping mecca, he definitely 
had an eye for the future of his 
business. 

He and the other merchants 
needed not only to consolidate their 
position in their new community 
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In a Shopping Center 


How a hardware dealer in a Twin Cities shopping 
center joined with other stores in the center in 
an over-all promotion effort 


of new home owners but to draw 
business traffic from St. Paul’s 
downtown area, four miles away, 
and from an older, established 
shopping center just one mile away. 

In a shopping center, Mr. Berg 
says there is an opportunity for 
merchants to work together in pro- 
moting the merits of the project— 
its parking facilities, its fast ser- 
vice, its variety of stores, its loca- 
tion near customers’ homes, away 
from congested city streets. 

Initial step in achieving this ob- 


ject was the organization by the 
Plaza merchants of a Commercial 
Club with Mr. Berg as advertising 
counselor. Their first activity was 
to issue a four-page advertising 
folder, the “Lexington Plaza News” 
which is circulated throughout the 
trading area, four times a year. 
This circular publishes news and 
ads about the Plaza, its merchants 
and special events, and also con- 
tains pictures of the stores. Al- 
though the cost of this promotion 
runs fairly high per merchant, Mr. 


HARDWARE AGE, NOVEMBER 29, 1951 








Ber; 
man 
that 
tion 


sale 
taki 
The 
son 

jun 
stuc 


sele 
var 





HA 


The all visual glass 
front and the fluo- 
rescent lighting 
mean daylight dur- 
ing all the store's 
business hours. 


Berg feels that it is bringing so 
many new customers to the Plaza 
that it will be a continuing promo- 
tional effort. 

Another step is the planning of 
sales drives, with special events 
taking place at frequent intervals. 
The first in the 1951 spring sea- 
son was a Baby Contest held in con- 
junction with the Plaza _ photo 
studio. 

Purpose of the contest was to 
select the most perfect babies in 
various age groups. The Plaza mer- 











chants donated prizes for the win- 
ners, and all parents had to do to 
enter their youngsters was to fill 
in registration blanks obtainable 
at the various stores. Plaza Hard- 
ware, alone, turned in 75 entries. 

The contest developed a worth- 
while mailing list for the mer- 
chants, and in addition gave them 
the opportunity of meeting many 
new people in their stores. 

Plaza Hardware has a 40 by 58 
ft salesroom, with a total building 
length of 90 ft. The 40-ft width is 





particularly suitable for creating 
up-front interior display arrange- 
ments which, because of the visual 
glass front, do double duty as win- 
dow displays. 

Mr. Berg is a former lumber- 
man, and so he supervised the con- 
struction of his own fixtures, and 
made some of them himself. The 
store layout was arranged with the 
assistance of the Minnesota Retail 
Hardware Association. 

One merchandising idea which 
has increased Plaza Hardware paint 
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Floor plan of the store. Note how color has been used on wall and table display fixtures. 
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Ray V. Berg operates the Plaza Hardware and is also advertising counselor for the Shopping Center's Commercial Club. 


sales is the use of a paint color book 
on an island display near the front 
door, although the paint department 
itself is at the rear of the store. 
The book, placed in that strategic 
spot, has brought an upswing in re- 
quests for help in painting prob- 


lems and that in turn has increased 
paint sales. 

Mr. and Mrs. Berg are able to 
handle sales at the store, occasion- 
ally hiring extra help when special 
promotions are underway. But it 
won’t be too long when the coopera- 


tive efforts of Plaza merchants 
will mean extra help all the time. 

Already many new homes are 
springing up around the Plaza 
Center and its 700-car park is 
drawing customers from. miles 
around. 


Up-Front Display Booms Dinnerware Sales 
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Dinnerware displays well 
toward the front of the Thompson 
Hardware Co. on wall shelves and 
atop the wall units help this Eau 
Claire, Wis., Marshall-Wells store 
do a good volume in these goods. 
Numerous individual pieces of 
dinnerware, pottery and other 
small household items get wall 
and island attention. Atop the 
ledge are shown several different 
patterns in servings for four. 

The attractive display illus- 
trated often attracts the attention 
of as many as 25 different women 
seeking gifts for one wedding or 
shower. General neatness and 
finely displayed merchandise help 
sell this store as a good place to 
buy gift items. 


Neat and well rounded stocks help 
sell this gift section to women. 
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Displays for Selling 
More Wallpaper 


With women becoming more 
style conscious, it is particularly 
important that wallpaper be dis- 
played in a manner suggesting its 
use in the home. To help more 
hardware dealers do a better mer- 
chandising job on wallpaper Harp- 
WARE AGE presents here complete 
details for the layout of such a 
department. 

Where practical, wall paper dis- 
play should be in an area close to 
the paint department. This plan 
helps increase volume for both 
sections. 

Fig. 1 shows a wall section com- 
plete with an overhead baffle and 
light strip. Note how the baffle 





ro 


may be covered with attractive 
paper and how suitable lettering 
may be used to spot the department. 

The main feature of this display 
is the center alcove in which a spe- 
cial color scheme may be worked 
out. The sketch shows a modern 
design paper, shag rug on the floor 
and a modern lamp and _ table. 
Room settings should be changed 
with reasonable frequency as a 
means of keeping the display ever 
fresh in appearance. 

One suggested color scheme is a 
paper with grey background and 
a touch of yellow and red in the 
design. A length of medium green 
material for a side drape, a yellow 
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shag rug and a white lamp with 
bright red shade will complete the 
color scheme. 

As to the furniture displayed, 
some hardware dealers will find it 
possible to work out an arrange- 
ment for the loan of such mer- 
chandise from a furniture dealer. 
A small card telling where the fur- 
niture may be obtained is usually 
sufficient inducement for selling 
the idea of such a plan. 

Room settings such as this will 
attract considerable comment and 
result in additional sales of wall- 
paper, paint, lighting equipment 
and other hardware store lines 
used in decorating or renovating 
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either a room or an entire home. table m 































































































































































































Most stores have at least one 
Sassen WALL SEC7/ON | Z } SLOPE WALL SECTION | sales clerk who has a flair for aps 
REE eee decorating. Such a person should of one 1 
Pa a be given charge of this portion of custome 
the display with instructions to soht « 
© ( iy D ¢ fin cq 7 De use ideas from women’s magazines, grat 
= — books on decorating and other for use 
at | sources to make periodic changes in Fig. 
in the decorative effect. 
c(i ride JJ < cq| tr De Note how the suggested modern —— 
— room setting is designed to further sided di 
FEATURE DISPLAY carry out the modern touch. We the fou 
wir suggest that the slope be 7 ft. from strip al 
base to top to allow for six sample sheet of 
TIl6b 2 panels in each vertical row. It is (A). T 
ii iii desirable that samples do not actu- time the 
C= ser vem cusronsas ally touch each other. Crowding Such a 
too many samples in either vertical able tim 
or horizontal rows can make an tive arr 
ee ees = = otherwise attractive showing too In Fi 
confusing. It may result in a clash showing 
of both colors and patterns. be atta 
Although many stores tack a means © 
short length of paper to form loops ing flan 
for holding a single roll of paper, as shov 
| this method frequently results in cealed t 
| the ripping of edges. A better way the baff 
| is to paste a length of the paper samples 
to be sampled on a suitable size 
piece of thin wallboard or plywood, 
as shown in the detail drawing at 
the bottom of Fig. 1. 
A length of card tube is nailed 
on the wallboard as shown, to hold 
the sample roll. When pasting on 
the sample be sure to carry it over 
the edge of the card tube. This 
will make it appear just like the Rdito: 
looped paper sample used by many let re fe 
ee — stores. Note that each piece of mnaielll 
wallboard is equipped with pin wide yn 
: ~ hinges so that it may be easily Declines 
i ; Ty N removed from the slope for re- 
% 29 | papering. This method will elimi- Dear Si 
ie seal nate torn edges and add to the In a 
| ff aint general neatness of the display. AcE (O 
| , Le | About two inches of space should an inte 
| ree” | be allowed between each sample to ciel toe 
l | 7 = | “ prevent clash of designs or colors. dustry t 
} Fs 2 Another good plan is to group , 
| any pro] 
| Fa | S | styles, colors and designs. Thus taking 
— | Vy iT a row of colonial papers, then selves b 
mi \, “, ; | \\ | al modern, and solid colors, for ex- ington i: 
gee ) 465 42 | | | | = ample, will provide good groupings. of the « 
- LDP Cees. Ke | [| J \= le In Fig. 2 we show how a com- already 
| es ie % @l|- | oo plete wallpaper department may well be 
“A % wat DNC a ~ |b — _—_ T= be set up along the wall section reaches | 
: \ ws | (ea) with four (T) sample book display The | 
YT ala ~ tables, four chairs for customers about th 
~~ \ 7 al | | | Sa and a center feature display unit. lished i 
» \ - || x This unit may be built 5 or 6 ft. showed 
\ ala. square and will allow for four or pretty 
\- ~ (a more of the period room settings. smaller 1 
eae iF All features embodied in this plan it took « 
ms may be reduced or increased in turers’ i 
er. F | (5 4 number and size to fit available his total 
> \ ee Ss space, Inequi 
Fig. 3 shows how an attractively be corre 
= jin designed sample book inspection by care 
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table may be built of 5% or % in. 
plywood. The measurements shown 
will be found right for the display 
of one book on each side, with the 
customer seated on a_ standard 
height chair. 

Shown in Fig. 4 is a suggestion 
for use of the feature display unit 
in Fig. 2 when used with suitable 
drapery material, tables, lamps and 
other decorative pieces in a four 
sided display. Note how each of 
the four side wings has a slotted 
strip at both sides in which a 
sheet of wallboard may be inserted 
(A). These may be removed each 
time the side panels are re-papered. 
Such a method will save consider- 
able time in changing the decora- 
tive arrangements. 

In Fig. 5 is a detail drawing 
showing how a light strip may 
be attached to a baffle area by 
means of lengths of rod, each hav- 
ing flanges fastened at both ends 
as shown. Light from the con- 
cealed tube lights will shine up on 
the baffle and down on the paper 
samples displayed on the slope. 
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This detail also shows how wood 
cut out letters may be attached to 


the edge of the light strip to iden- 
tify the department. 


A Job for the Builders’ Hardware Industry 


Editor’s Note: The following 
letter from William E. Peterson is 
especially significant in view of his 
wide experience in the builders’ 
hardware trade: 


Dear Sir: 

In a recent issue of HARDWARE 
AGE (Oct. 4, p. 7), you published 
an interesting comment on the 
need for the builders’ hardware in- 
dustry to focus their attention on 
any proposed limitation order and 
taking the matter in tow them- 
selves before the folks in Wash- 
ington issued such an order. I am 
of the opinion that the order is 
already fairly well along and may 
well be issued before this letter 
reaches you. 

The last information we had 
about this limitation order, as pub- 
lished in the trade magazines, 
showed the proposed order as 
pretty severe on some of the 
smaller manufacturers. In one case 
it took out 80 pct of a manufac- 
turers’ items and about 90 pct of 
his total sales volume. 

Inequities of this sort may well 
be corrected in the proposed order 
hy careful consideration of the 


W. E. Peterson urges trade to act 
on standardization themselves 


needs of many of the smaller pro- 
ducers, all of whom are a neces- 
sary part of our economy. 


Nothing Concrete Happened 


Several years ago an approach 
was made to the industry by the 
Bureau of Standards to take some 
steps to standardize the construc- 
tion of builders’ hardware items. 
Nothing concrete developed. If this 
could be initiated by the industry, 
rather than by the government it 
would be very well indeed, as I be- 
lieve we can do a better job within 
the industry than by being told 
from without the industry how to 
conduct standardization. 

The need for standardization in 
many items is very apparent, par- 
ticularly in the field of hardware 
used for hollow metal doors and 
pre-fabricated dwellings. 

I fail to see where manufac- 
turers would lose their identity if 
many of their parts were made of 
the same standard size. There 
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would still remain the selling logic 
on the part of the producer that 
his item is better because.... It 
also does not eliminate the sales- 
man nor the service of the producer 
which might easily represent the 
difference between two lines. 


Industry Should Take Action 


The point of this letter is to urge 
upon the industry the need for tak- 
ing any steps that can be taken by 
the industry and not wait until 
the time when we might be told 
what steps we may take. 

Our portion of the total use of 
metal is ridiculously small, but it 
is the total, of course, of many 
small uses that makes up the total 
or a substantial portion of it. 

There is no question but that 
many items could be eliminated, at 
least for the period of the emer- 
gency, and others could be stand- 
ardized to the extent that there 

(Continued on page 44) 
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“You've Got to Display It to Sell It’ 


“You can hide it and keep it, or 
display it and sell it,” says Lloyd 
B. Coen, of Kent Hardware & Fur- 
niture, Kent, Wash. That was the 
thinking behind the modernization 
program of the store, a program 
which just about doubled the ef- 
fective display area. 

The immediate results of the 
program, which was started more 
than a year before its completion 
last December, was a doubling in 
sales for the first two months of 
this year over the same months of 
last year. 

The sales for the next two 
months did not reflect the same 
degree of increase but indications 
are that a substantial over-all in- 


With that idea as its theme, this small Washington store 
undertook a modernization program that paid off in a 
doubling of sales volume. Here’s what they did 


crease in business will more than 
justify the $15,000 that was spent 
on improving the store. 

Coen, a former professional 
baseball player in the Triple A 
Pacific Coast League, acquired the 
42-year-old business in 1946. He 
gave a half interest in the business 
to his two sons, Lloyd B. and 
Thomas J. Coen. They have six 
employees. 

The business is a_ relatively 
large one for a town of only 2,500. 
The surrounding rural area pro- 
vides about 5,000 more potential 
customers. 

The remodeling program pro- 
vided modernization of the exist- 
ing hardware display area and also 
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the enlargement of the total dis- 
play area to permit greater de- 
partmentalization and more effec- 
tive display. 

The original store area was 60 
by 120 ft. Before modernization, 
this space was ineffectively utilized, 
with high wall shelving, display 
islands which blocked visibility in 
many places, inadequate lighting, 
and limited window display. In- 
sufficient aisle space inhibited a 
free movement of traffic through- 
out the store. 

One of the first improvements 
was the installation of fluorescent 
lighting to provide full and sha- 
dowless illumination. At the same 
time, walls and ceilings were paint- 
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The left side view of the remodeled Kent, Wash., store shows how furniture 
and major appliances can be displayed inside the windows on a low platform. 


36 


HARDWARE AGE, NOVEMBER 29, 


1951 











ed a lig] 
al light 
The ] 
placed k 
shelving 
height. 
were de 
on the ° 
As a re 
seen fr 
room. 
A pr 
design 
tion of 
vide m: 
dise wi' 
Lloyd | 
wallcas 
hardwa 
The 
shows 
It was 
and fe: 
overha 
An 
fixture: 
for ce 
such_a 
and ar 
lawn n 
play s 
tilizers 
Sma 
on a 
front 


HARDY 


on store 
off ina 
y did 


total dis- 
rreater de- 
more effec- 


rea was 60 
lernization, 
ely utilized, 
g, display 
risibility in 
e lighting, 
play. In- 
nhibited a 
c through- 


provements 
fluorescent 
and _ sha- 
the same 
vere paint- 


29, 1951 


ace 7 


THT Ar 


cree fee 








~~ 





© . 


Lig re ; (KT, Beet 
i Say 





“tte 





The tool sections of the wallcases were also designed by one of the store owners. 


ed a light color, providing addition- 
al light reflecting surface. 

The high wall shelving was re- 
placed by new fixtures with the top 
shelving no more than 5 ft: in 
height. The new display islands 
were designed so that merchandise 
on the top shelf is below eye level. 
As a result, all departments can be 
seen from any part of the display 
room. 

A principal consideration in the 
design of all fixtures was utiliza- 
tion of every square inch to pro- 
vide maximum display of merchan- 
dise with a minimum of floor space. 
Lloyd B. Coen, Jr., designed two 
wallcases for tools and _ builders’ 
hardware. 

The sporting goods department 
shows a similar economy of space. 
It was built about three years ago 
and features rustic design with an 
overhanging shingled roof. 

A number of the island display 
fixtures were especially designed 
for certain kinds of merchandise, 
such_as one: for galvanized ware, 
and another for hand and power 
lawn mowers which has ‘center dis- 
play shelving for lawn seed, fer- 
tilizers and related items. 

Small power tools are displayed 
on a compact display island in 
front of the hand tool section. 


Larger power tools are set up on an 
adjoining platform. Hook-ups are 
provided for all tools so that cus- 
tomers can demonstrate them. 
Kent Hardware sells between $1,500 
and $2,000 worth of power tools 
per month. 

Improved window display has 
also been contributed to the im- 
provement, Mr. Coen points out. 


With 150 linear feet of display 
windows, he feels this is his most 
effective media of advertising. 
Formerly the windows had narrow, 
40 in. wide display platforms, and 
partitions back of the windows pre- 
vented passersby from looking into 
the store’s interior. 

The new window display plat- 
forms are 7 ft. wide, and thus per- 


Lloyd B. Coen, left, and his son, Thomas J. Coen, are seen in the sports department. 
A rustic effect was achieved by the use of shingles on the overhanging roof. 
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The enlarged and modernized store has a number of display units like this 
one, each of which were designed for a certain line of merchandise. 


mit the display of merchandise as 
large as appliances and furniture. 
At the same time the partitions 
were removed. 

The enlargement of the store was 
made possible by the acquisition of 
the store space next door, which 


formerly was a feed warehouse. 
This added 60 by 180 ft. to the 
total store area. The front half of 
this space was converted to a dis- 
play space for furniture and appli- 
ances, and the back part is used 
for warehouse space. 





An asphalt tile floor was installed 
and the room was wired for live 
hook-ups of all types of major ap- 
pliances. Plumbing was also in- 
stalled for demonstrating such 
types of appliances as washing ma- 
chines. 

This appliance showroom was 
used for a demonstration on open- 
ing day by Mr. Coen who cooked a 
ham, slices of which were served to 
visitors. The room enables the 
firm to sponsor cooking schools and 
similar demonstrations by home 
economists. It is made available to 
local groups, such as church organ- 
izations for fund-raising events. 
This creates much good will and 
people come into the store on such 
occasions who otherwise would 
never get acquainted with the 
firm’s merchandise and service. 

Ingenuity had also been exer- 
cised in the furniture display. Fix- 
tures which enable the showing of 
davenports, two high, were in- 
stalled. A special fixture for di-s 
play of table lamps more than 
doubles the number of lamps which 
can be normally displayed in an 
equivalent floor space. 

A final factor of importance in 
the firm’s merchandising program 
is the emphasis on nationally ad- 
vertised brands. 


Averaged $2 Sale for Each Catalog Used 


R. W. Williams, young son of a 
Nashville, Tenn., hardware dealer, 
compiled his own mailing list 
just before Christmas, 1950, from 
which over $3,000 in sales was 
made to 1,500 catalog recipients. 
Since that time he has reused the 
same list for postcard mailings as 
a means of increasing volume for 
R. & S. Hardware in the West 
Welrose Bldg. 

Mr. Williams used a telephone 
directory to obtain names and ad- 
dresses within a three-mile radius 
of the firm’s shopping center 
store, with particular emphasis on 
homes in the rural side, south of 
the city. He typed names and ad- 
dresses on a roll of regular 2-in. 
gummed packaging tape, and cut 
them off for use on the catalogs. 

At a cost of five cents for each 
catalog, plus 14%4-cent postage, he 
got a return of $3,000 or an aver- 
age of $2 per catalog. 
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During Holiday Season 





R. W. Williams types his mailing list on gummed paper stock. 
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No. 411D Key Lock (exterior) 


For exterior entrances to the home. Has 5-pin tumbler lock 
construction. Equipped with turnbutton, permitting free use of in- 
terior knob at all times while permanently locking door against 
opening from outside. When turnbutton is in locked position, 
entry to the home may be gained only by key. No. 411, 
without dead latch feature. No. 411D, with dead latch. Dead 
latch (compressed when door is closed) keeps bolt engaged 

with strike plate and prevents opening bolt from outside 

with knife or screwdriver. An outstanding lockset. 


SERIES 410 NATIONAL LOCK 4@Z 


No. 412 Turnbutton Lock (porch, patio) 


For French doors or other doors between interior of home and 
porch or patio. Turnbutton inside locks door on opposite side. Once 
turnbutton is placed in locked position, door is always locked 
against outside entry. Yet exit can be made easily at all 
times by simply turning knob. No. 412, without dead latch 
feature. No. 412D, with dead latch feature. Dead latch (com- 
pressed when door is closed) keeps bolt engaged with 

strike plate and prevents opening bolt from outside with 


knife or screwdriver. Investigate this fine lockset. 





No. 414 Privacy Lock (bath, bedroom) 


An outstanding lockset designed especially for use on bathroom 
and bedroom doors. Has pushbutton on inside knob, providing 
complete privacy. Turning inside knob disengages locking 
mechanism until pushbutton is again depressed. Simple release 
feature on outside knob permits emergency entrance by 

use of pencil, hairpin, match, or similar object. No Special 
Key Required. Your customers will like this privacy lock. 


When youre looking at price tags, look at quality, 
too, Look at materials. Look at engineering. Look 
ut practical, exclusive features. Consider beauty 
today...and beauty through the years. Ask 
about how quickly the 


about installation’ time... 


atent Applied 


No. 418 Knob Latch (passage door) 


For all interior doors where locking is not desired. Ideal for 
use on closet doors, storage room doors, etc. Has no locking 
mechanism. This high-quality latch positively holds door shut, 
yet permits easy passage into and out of room as 

desired. Be sure to examine this and the other skillfully- 
engineered NATIONAL LOCKsets that have been so 
enthusiastically received by the hardware and building trades. 


ASK YOUR 
REGULAR 
SUPPLIER 


unit may be applied to the door in a good, work- 
manlike manner. When all the facts ore in, 
you'll agree there's much more real, dollar-for- 
dollar value in NATIONAL LOCKset. It's the best 


lockset for you to buy, to sell and to specify. 


NATIONAL LOCK COMPANY 


| Distinctive Hardware — All From ] Source 


Hy IN 
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Wire spheres were trimmed with aluminum foil and angel's hair and strung 
from ceiling to floor. They looked like over-size Christmas balls. 


Christmas Displays 


Can Be Home Made 


“We got lots of favorable com- 
ments from neighboring merchants 
and got a good drawing card for 
holiday customers from our Christ- 
mas windows,” reports Mrs. Thelma 
Elboum, saleslady and window trim- 
mer for Grand Lake Hardware, 
located at 3316 Grand Ave., Oak- 
land, Calif. 

The store’s windows were invit- 
ing but were also achieved at a 
minimum of expense because most 
of the trim was made at “home.” 
“For instance,” points out Mrs. 
Elboum, ‘those long, tall candy 
canes with the ornamental leaves 
were nothing but cardboard rug 
rolls and mailing tubes wrapped 


40 





with aluminum foil and a spiral 
of glossy red gift wrapping paper. 
And the display stands were made 
and trimmed in the same way.” 

Leaves for the candy canes and 
the angle’s hair (spun glass), which 
covered the display shelves, window 
display base, and surrounded the 
gifts, were standard, inexpensive 
stock display materials. 

In a second window, the main 
display trim was ornamental 
spheres, resembling over-sized 
Christmas tree balls. These were 
fashioned out of steel wire and 
were strung on wire rigged from 
window ceiling to floor. 

The Christmas spheres were 


made by looping 10-in. strands of 
the wire and soldering pairs of 
them together at a 90-deg. angle. 
Then aluminum foil and angel hair 
was twisted around the wire to 
dress up the spheres. 

The window was further en- 
hanced by featuring, in the center, 
a large plastic Santa face. To 
heighten its character, Santa’s 
beard was supplemented with 
angel’s hair and his eyes were 
made to shine hy a pair of glow- 
ing electric lamps. The over-all 
lighting effect, hitting the silver 
foil and reflecting from the angel’s 
hair, gave the window a cheerful 
glow. 
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These unique tools were developed in 
accordance with the advice and suggestions 
of many expert gardeners, who required 
something better than the average in garden 
hoes and mattocks. 


They are sufficiently light to prevent 
fatigue, while retaining the superior hang, 
balance, rigidity and freedom from torque and 
bounce, which only forged tools can provide. 


The attractively finished heads are packed 
for shipment in strong cartons, one dozen to 
the carton. 


Nos. DB, BP, and GH are furnished with 
polished 4 ft. and 4% ft. ash handles. 


Nos. LC and AE are furnished with 36 
inch long hickory handles finished in ivory 
enamel. 


WHEELING, WEST VIRGINIA 
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Time-Pay Plan 


Spurs Sporting Goods Sales 


Rhode Island store finds use of easy payment plans an 
important factor in building sporting goods volume 





The sporting goods department 
of J. B. Farnum Co., Woonsocket, 
R. I., has been developed to the 
point that it produces about one- 
third of annual sales and one rea- 
son for this big volume is the 
financing of consumer sales. 

“About two-thirds of our gun 
and bicycle sales are made on our 
easy payment plan, and this alone 
represents a large annual dollar 
volume, since these two lines are 
the biggest volume producers in the 
department,” explains Thomas F. 
Carroll, who is in charge of adver- 
tising and manager of the paint 
and wallpaper department. 

In one recent year the Rhode 
Island store sold 700 bicycles. 
Other sporting goods unit sales 
run proportionately high. 

“By financing consumer pur- 
chases in these lines we have made 
a large volume of business which 
otherwise would have been placed 
elsewhere,” says Mr. Carroll. 

“We carry our own paper on 
sporting goods, because of the rela- 
tively low total of the average re- 
tail sale. This activity is easy to 
handle once a routine has been 
established,” Mr. Carroll explains. 

“A major advantage of such a 
plan is that we can complete sales, 
even during the hours when banks 
and finance companies are closed. 
This is particularly true of Thurs- 
day evenings and Saturdays when 
sales are heaviest. 

“Many times a prospect will de- 
cide upon a purchase if the sale 
can be completed and he can take 
the article home with him right 
then. If he had to wait for financ- 
ing arrangements he might decide 
to think it over, and then lose in- 
terest in it or buy at another store. 
We know that this financing service 
closes many sales right on the spot. 

Mr. Carroll says, “Another ad- 
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vantage is that it trades up the 
department. Bicycles are the best 
selling line in the department, with 
the $70.95 model the biggest seller. 
The $58.75 is next. The difference 
between the two is only $5 on the 
down payment, and that has proved 
a strong and effective sales point 
in selling the more expensive. 
“Financing has also helped in 
trading up gun sales. Our best 
seller in terms of unit sales is the 
.22 rifle, at an average price of $25. 





The second best seller in units and 
the largest seller in point of dollar 
volume is the shotgun, at an aver- 
age price of $75. We also developed 
a fairly good business in high- 
powered rifles for use in Maine, 
Vermont, New Brunswick and 
other places where they are al- 
lowed.” 

Woonsocket with a population of 
about 50,000, plus 25,000 in subur- 
ban towns, is only 12 miles from 
Providence and 25 miles from 














































Fishing Season Opens Sunday, April 15 
Fly Rod Sale | Pfleuger Reels | Glass Rods 
8% Ft. Bamboo Rod | SUPREME... See | ea tedemiemniite 
Weight 4% oz. SUMMITT ...... $13.50 Will Not Rot or Rust 

core sed tase” | SRILLKAST «2... $10:00 | $6 Model---Sale $4.80 
Regular ny — AKRON ......+++ $9.00 $7 Model---Sale $5.60 
pe Buy Now! | $10 Model--Sale $7.95 
Made by famous maker Quantity Limited 
BEGINNERS SPECIAL Wright-McGill 
5 Hi Steel Casting Rod Dry Flies 
Level Wind Reel Gold hooks 
25 Yards Nylon Line Y = - 
$ 89 5c each 
A real $6.10 i ut cea 25 
US Rubber Light ' Level Wind Casting 
Weight Boots $11.95 | ==sae=ame Reel $1.95 



























Cord of 6 .... 19¢ 


SNELLED HOOKS 15 Ft. CASTING Red Head Wood =| Tapered NYLON 
| nop, steel, $2.49 


CAST PLUG .. 17c | LEADER ..... 15¢ 








50 HOOKS...  _. | METAL CAN For 


| suc MINNOW $27.50 Hurd ROD 








In com ...... 15¢ | worms... 19¢ | BUCKET ... $1.49 ]} And REEL, $21.95 
NYLON LINE 10 Yord COIL .. . | $17.00 Shakespeare | $22.50 Bery Lium 
ff ore 45c | Of NYLON .. 10c | ROD . $12.95 | ROD ..... $16.95 





J.B. Farnum 








SPORTS HEADQUARTERS 


Monument Square. Phone 2700 


Co. 


j Prices were featured in this pre-season fishing advertisement. 
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4 OUT OF 5 
ARE RED-HOT 
PROSPECTS FOR 
‘AMER-G/1S 

FILTERS! 
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The 
HOSPITAL WHITE 
Filter 


Remember, of all the warm air furnaces now being 
installed, 4 out of 5 are forced air units. Added to these 
are the 4 million forced air furnaces already in operation. 
Cash in on this huge market by selling AMER-g/as Filters. 
Set yourself up to handle the post-Christmas volume two 















easy ways: 1. Remind your customers that they need filters. 
2. Be sure your stock of AMER-g/as Filters is ready for the 
demand . . . send for the AMER-glas profit story, today! 





LET US SHOW YOU HOW TO 
MAKE MONEY WITH AMER-G/ZS . oe 


Ppa slot tf dah, 
AMERICAN AIR FILTER CO., INC., 435 Central Ave., Louisville 8, Ky. 4 








Please send me complete information on AMER-glas Replace- 
able Air Filters. Tell me how I can get free selling aids. 











4 NAME. 
An mes product of “age ; 
Ames Ai Litter ens 
CITY. ——= 








LOMPANY, INC. 
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Worcester, Mass. Naturally the 
larger cities attract a great deal 
of the trade from their surround- 
ing areas. For this reason the 
Farnum store has a policy of main- 
taining wide selections as a means 
of getting people to shop there 
rather than at stores in the larger 
cities. 

For instance, the store shows 
about 30 bicycles on the floor and 
has ten more in the stockroom, so 
there is always plenty of choice 
for a customer. 

There are approximately 200 
baseball bats on display in three 
two-sided, open, wooden display 
racks. Equally large stocks are 
shown for hunting, fishing, golfing, 
boating and other sports. 


Of special interest to fishermen, 
is a large map of Rhode Island, on 
which is indicated, by means of 
colored pins, the ponds and streams 
which were stocked for fishing for 
the current year. It reminds men 
to get their hunting and fishing 
licenses at the store. 

The sporting goods department, 
which is practically tied with the 
paint and wallpaper department in 
sales volume, is advertised twice 
weekly, with ads ranging from one 
col. by 4 inches, to three columns 
by 10 inches, the larger spaces be- 
ing used just prior to the begin- 
ning of each sports season. The ads 
are generally placed on Lhe sports 
page of the Woonsocket Call and 
are well illustrated with manufac- 
turers’ mats and carry a minimum 
of text. 

Direct mail is used at intervals 
through the seasons of the various 
sports. These include manufac- 
turers’ printed pieces and postals 
and letters made up at the store. 
They reach a list of about 1500 
men, plus 2500 who are reached 
through bulk mailings to every 
rural boxholder. 

The mailing list is made up 
mostly of men who got their hunt- 
ing and fishing licenses at the 
store, and is divided to indicate 
the sport represented. 

The J. B. Farnum Co. is cur- 
rently celebrating its 75th year in 
business. It has been selling sport- 
ing goods since 1917, when it 
bought one of the largest local 
hardware stores and thereby in- 
herited a small sporting goods 
section. 

When the firm moved into its 
present building, sporting goods 
were given a small floor location 
but there was no separation from 
other merchandise. For many years 
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the store carried only a represen- 
tative stock of sporting goods 
items. A limited number of sam- 
ples were in stock but customers 
were asked to order anything else 
from manufacturers’ catalogs. 

However, when George W. Car- 
roll, owner, decided to go into 
sporting goods in a big way, in 
1937, the department was expanded 
to include about two-thirds of a 
70 by 100 ft. street floor area. 
Business then increased substan- 
tially. 


The business is largely a Carroll 
family affair, having five of its 
members actively identified with it. 
These are: George W. Carroll, 
president and sole owner; his sons, 
Francis T. Carroll, in charge of 
hardware and garden supplies; 
Charles E. Carroll, in charge of 
sporting goods, and George W. 
Carroll, Jr., outside salesman; and 
the president’s nephew, Thomas F. 
Carroll, in charge of advertising 
and manager of the paint and wall- 
paper department. 





A Job for the Builders’ Hardware Industry 


(Continued from page 35) 


would be some savings in material, 
production facilities, etc. 

It seems to me that this saving in 
production cost would in itself in- 
trigue the manufacturers of build- 
ers’ hardware. Certainly it would 
be of interest to wholesalers to be 
able to confine their inventories to 
a less elaborate selection of goods 
and finishes at this or any other 
period. 

As a member of the builders’ 
hardware group and active in the 
Society of Architectural Hardware 


Consultants, I feel that it is up to 
us in our section of the industry 
to sell our architects and clients of 
all kinds on the need for keeping 
their requirements within reason- 
able limits. If we do this, we will, 
in this area, take a long step for- 
ward and thus encourage other 
phases of the industry to do like- 
wise. 

William E. Peterson 

Hardware Consultant 
408 Security Bldg., 
St. Louis, Mo. 





Lights the Way for Sportsmen's Gifts 





Focal point of decoration in this Christmas window of the Washington Hardware, Tacoma, 

Wash., is the wooden lantern case with a candle inside. Holiday greens complete the 

picture. The lantern was hung from a specially built decorative bracket mounted on the 

wall. The entire fixture was finished in white and light green. Sporting equipment is arranged 
on the artificial snow covering the floor of the window. 
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Fisher Builds Profit 
With Rental Items 


Ten types of equipment are of- 
fered for rental at Fisher Hard- 
ware Co. in Denver, Colo. Says 
Maurice Fisher, “Many of these are 
great time and labor savers, yet be- 
cause they are not needed often and 
in some instances run into consid- 
erable money they are not pur- 
chased by the average family.” 

When the service was instituted 
a display ad was used in a local 
newspaper and a window display 
was devoted to the rental items. In 
the middle of the rental equipment 
was a large sign giving the rental 
price per day for each item. The 
amount of deposit was also indi- 
cated for each piece of equipment. 
Classified advertising has since told 
people that “Fisher Rents Tools.” 

The following schedule of prices 
and deposits was adopted: 


Item Deposit Rental 
Floor sander $10.00 $5.00 
Edger sander $10.00 $2.50 
Lawn roller $5.00 $1.00 
Fertilizer spreader $5.00 .50 
Lawn tamp $2.50 50 
Floor waxer $5.00 $1.50 
Post hole digger $1.00 50 
Wire stretcher $1.00 .50 
Caulking gun $5.00 15 


Hedgetrimmer $10.00 $2.00 


Mr. Fisher reports that he “found 
that people often buy tools after 
trying them out on a rental basis. 
Then, too, customers who rented 
tools several times, became ac- 
quainted with our major lines and 
made other purchases. Further- 
more, the list of renters constituted 
a live prospect list to follow up for 
sales.” 





Selling Industrial and 
Ship Supplies 
(Continued from page 28) 


merchandise. Ship operators,” says 
Mr. Antrim, “like to get all of 
their supplies from one source, if 
possible, as it makes their ordering 
much simpler. We have been told 
by many seafaring men that we 
have one of the most complete 
stocks for ships in the east.” 

The firm was established in 1889 
by Elwood Antrim. Since the early 
20’s it has been very active in sell- 
ing industrial supplies. Present 
officers of the company are: E. 
Hulings Antrim, president; Philip 
Antrim, vice president; Ben An- 
trim, secretary and James Antrim, 
treasurer. 
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NEW. VEW/ 
100% Flagged Nylon* 


@ Picks up, carries and spreads as much paint 
as an equivalent pure bristle brush. Labora- 
tory and practical usage tests prove this. 


@ New Jacobus process for making better paint 
brushes. 100% Flagged Nylon* is an ex- 
clusive manufacturing process. 


@ 100% Flagged Nylon* brushes are made for 
1) the professional painter and 2) the amateur 
painter. 


@ Insist on only Jacobus 
100% Flagged Nylon* 


paint brushes! .. . the 
brush of today and to- 
morrow. 





* Trademark 


A. G. JACOBUS’ SONS, inc. 


VERONA, NEW JERSEY 














SHEFFIELD 


BOLT and NUT 
PRODUCTS 


Packaged For Trim Stock 
Display and Quick, Easy 


Filling of Orders 








Statistically Controlled At The Highest Level! 


You can hand your customers their 
best guarantee of high quality 
with every order of Sheffield Bolt 
and Nut Products you sell. This 
quality is written into the data and 
statistics of Sheffield’s Statistical 
Control — where inspection results 
are analyzed at every step of 
manufacture. 


Through this Quality Control, you 
are assured uniform quality at 
the highest level — full-bodied, 
true shaped heads, tough accu- 


Production Tools for Farms 
Our First Line of Defense... 


Good fence by Sheffield Steel serves as one 
of the most important farm production tools. 
Nails, staples, bale ties, bolts and nuts are 
other Sheffield products upon which agricul- 
ture relies. 





IRON AND STEEL 
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SCRAL, 


MORE STEEL FOR AMERICA 





More Money In Your Pocket! 





rately gauged shanks, strong, 
clean-cut, precision formed threads 
and close tolerance nut-to-bolt fit. 


Sheffield Bolt and Nut products 
are packaged to attract more 
buyer attention at point of pur- 
chase and to simplify serving your 
customers. No prying off covers 
and easing them back on again— 
just lift the hinged lid. The label 
end of each package is plainly 
marked and illustrated to quickly 
identify the contents. 


SHEFFIELO 


STEEL 
CORPORATION 


HOUSTON KANSAS CITY 
TULSA 


$1 1\ 
PIARY of ARuco srett cone” 








yours OFF TO 


THE DEFENSE LINES NOW! 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 122 E. 42nd St., New York 
City 17. 

Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, 1952, 
at the Palmer House, Chicago. 
Sponsored by the National Contract 
Hardware Association and_ the 
American Society of Architectural 
Consultants. John R. Shoemer, 
managing director, 420 Madison 
Ave., New York City. 

Hardware Week (irha) April 17-29, 
1952, sponsored by the National Re- 
tail Hardware Association, 333 No. 
Pennsylvania St., Indianapolis, Ind. 

Industrial Supply Convention, May 
19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa.; Southern 
Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-23, 1952, at 
the Navy Pier, Chicago. Sponsored 
by the National Housewares Manu- 
facturers’ Assoviation. A. W. Bud- 
denberg, executive secretary, 1140 
Merchandise Mart, Chicago. 


National Retail Hardware Association 
Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


Sporting Goods Show and convention 
(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Sportsmen's Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 


Toy Fair, March 10-19, at permanent 
exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U.S.A., 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 


Regional Events 


Ace Stores, convention and exhibit, 
Jan. 28-30, 1952, at Stevens Hotel, 
Chicago. E. G. Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 

American Hardware Supply Co., Mer- 
chandise Fair and _ Stockholders’ 
Meeting, Jan. 28-29, 1952, at com- 
pany headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
Wm. M. Stout, executive vice-presi- 
dent and general manager. 

Cotter & Co., Spring Merchandising 
Show, Feb. 4-5, 1952, at the com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago, IIl. 
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Gift Show (California), Jan. 20-25, 
1952, at the Merchandise Mart, 
Brack Shops, Alexandria and Bilt- 
more hotels, and individual show- 
rooms in Los Angeles. Sponsored by 
Los Angeles Trade Fair, Inc. 

Gift, Toy, Housewares Shows, Feb. 
3-6 at Civic Auditorium, Palace, St. 
Francis, and Sir Francis Drake 
Hotels, and Western Merchandise 


Mart, San Francisco; Feb. 17-21, | 


Olympic and New Washington 
Hotels, Seattle, Wash.; Feb. 24-27, 
Columbia Athletic Club, Portland, 
Ore. 
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QUALITY 
MERCHANDISE 


Your Finger Tips 


NO NEED FOR EXCESSIVE INVENTORIES 


‘\ 
8 
v 


LARP BAA FB 


Y¥QOOR 2/777 





7 






600 PAGES 
MANY IN FULL COLORS 
(Limited Supply) 


THE BENNETT BLUE BOOK IS 
ONE OF YOUR BEST SOURCES 





OF SUPPLY 

Buy AND SELL 
DIAMONDS FURS 
WATCHES LUGGAGE 
JEWELRY RADIOS, TV 
SILVERWARE DINNERWARE 
FURNITURE BEDDING 
ELEC. APPL. HOUSEWARES 


SPORTING GOODS CAMERAS 
AND THOUSANDS OF OTHER 
GIFT ITEMS 


Use this Beautiful Catalog 
and make 
added profits every day 


BENNETT 
BROTHERS, Inc. 


485 FIFTH AVENUE 
NEW YORK 17, NEW YORK 
AND 
30 EAST ADAMS STREET 
CHICAGO 3, ILLINOIS 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 


TURNBUCKLES ASSORTMENT 


52 spraecdios in 10 fast sizes, boxed 
"by size. Attractive display panel is all metal, 
14” aie in 3 colors. A complete line of open 
_ ‘stock turnbuckles available. 








urnbachls, Inc 


ee BYE BOLTS 


' 








EYE BOLT ASSORTMENT 


12 each of 10 sizes of most popular Eye Bolts. 
Boxed by size. Sturdy display panel similar to 
turnbuckle panel. Eye Bolts in 12 sizes avail- 
able from open st 











U-BOLT ASSORTMENT 


12 each of 5 popular pipe size U-Bolts in dozen 
cartons. 3 color metal display board is 14” x 6”. 
U-Bolts also available from open stock. 








g00D TURN (BUCKLE) & ats SMOTHER” 


HQNe pest! 


Tusbiulhdes 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 














Hardware Wholesalers, Inc., fall con- 
vention and annual _ stockholder’s 
meeting, Oct. 31-Nov. 1, 1952, at 
company warehouse in Fort Wayne, 
Ind. 

Industrial Distributors’ Mid-year Con- 
ference, Jan. 16-18, 1952. Sponsored 
by the Southern Industrial Associa- 
tion, at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta 3, Georgia, 
secretary-treasurer. 


Marshall-Wells Stores Congresses, 
sponsored by the Marshall-Wells 
Co., Duluth 1, Minn., at the follow- 
ing places: Duluth, Feb. 11-13; Spo- 
kane, Wash., Feb. 18-19; Seattle, 
Wash., Feb. 20-21; Portland, Ore., 
Feb. 25-26; Billings, Mont., March 
3-4. 

New England Housewares Show, Feb. 
17-19, 1952, in Mechanics Bldg., 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 


Rehm Hardware Co., Spring Dealer 
Convention and Merchandise Ex- 
hibit, Feb. 12-18, 1952, at the com- 
pany’s warehouse, 1501 Blue Island 
Ave., Chicago 8. 

Sportsmen’s Shows: New England 
Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 
Svortsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 

Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civic Audi- 
torium, San Francisco, Calif. Spon- 
sored by California Sports, Travel 
and Boat Shows, Inc., 369 Pine St., 
San Francisco 4. 

Texas Wholesale Hardware Associa- 
tion convention, June 18-20, 1952, 
at the Plaza Hotel, San Antonio. 
Secretary, Nat Johnson, P. O. Box 
386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn. con- 
vention and exhibit, March 30- 
April 1, 1952, at Whitley Hotel, 
Montgomery, Ala. Mrs. Euna G. 
Ramsey, 1926 Fourth Ave., North, 
Clark Bldg., Birmingham, secretary. 

Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 

California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 
Western Merchandise Mart, San 
Francisco 3, secretary manager. 

Connecticut Hardware Assn., conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware. Southport, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonviile, Fla. W. W. Howell, 
P. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton Hotel, 
exhibit at Navy Pier, W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indianapolis. 
Headquarters, Lincoln Hotel, G. F. 
Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 

Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 


at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 

Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 

Michigan Retail Hardware Assn. con- 


vention and exhibit, Feb. 19-21, 
1952, at Grand Rapids. Sessions, 


Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 

Missouri Retail Hardware Assn. con- 


vention and exhibit, Feb. 19-21, 
1952. Jefferson Hotel, St. Louis. 
Harry F. Scherer, 1180 Arcade 
Bldg., St. Louis, secretary. 


Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 


24, 1952, at Cosmopolitan Hotel, 


Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 
secretary. 


Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; cxhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New York State Retail Hardware 
Assn., convention and exhibt, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952, Mult- 
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nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 

North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, 1952, at Fargo. Exhibit and 
meetings, Crystal & Avalong Ball- 
room; headquarters, Graver Hotel. 
Miss E. J. McGrann, 54% Broad- 
way, Fargo, secretary. 

Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 

Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
hibit, Jan. 22-24, 1952, at Bellevue- 
Stratford Hotel, Philadelphia. W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3, secretary. 

Southern California Retaii Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 
secretary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, 1952, at Cataract Hotel, Sioux 
Falls. O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls, secretary. 

Tennessee Retail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville. Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 

Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 

Western Retail Implement and Hard- 
ware Assn, convention and exhibit, 
Jan. 14-16, 1952, at Municipal Audi- 
torium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 

Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditcrium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 
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for 
INSECT WIRE SCREENING 


There are good reasons why homeowners prefer Cortland 
Brand Wire Screening. For one thing, it makes a better look- 
ing screening job. For another, it gives dependable service. 






Popular Cortland Brand has been a favorite screening for 
over 75 years. It's ideal for doors, windows, porches and 
breezeways. Meets U. S. Department of Commerce, Na- 
tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
24” to 48” widths, 100 linear foot rolls. Also 
available in 54”, 60”, 66” and 72” widths in 
Bronze and Aluminum. 












% Cortland GRAY-WICK. 


Popular, all-purpose wire screening — doubly pro- 
tected against corrosion by electro-zince galvanizing 
and "glare-proofed", enameled finish. 


% Cortland BRONZE 


Rust-resistant — unaffected by weather, salt air, 
acids or gases. Stronger, longer-lasting than copper 
screening. Bright or dark bronze “antique"’ finish. 


%* Cortland ALUMINUM 


Made of full gauge Alclad aluminum wire that won't 
rust or stain. Extra strong. Only 5 as heavy as 
steel insect wire screening. 













HARDWARE CLOTH + NAILS & BRADS 


BRAND POULTRY NETTING 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


the same as that of hog bristle, 
permitting pick-up and release of 
a full load of paint. Pre-condition- 





ing also retains the long-wearing 
qualities of nylon filament. The 
Wooster Brush Co., Wooster, Ohio. 





Ratchet Screw Driver 


Here is a new line of Palm-Grip 
Ratchet Screw Drivers. Palm-Grip 
has a three-pusition, standard %- 
in. drive ratchet that can be easily 
changed. The special design per- 
mits direct, even pressure and 


=—_— 





maximum leverage on every appli- 
cation. The grip fits the hand 
smoothly. Available with Regular, 
Phillips, and Clutch head blades in 
a number of different sizes. Kipton 
Industries, Norwalk, Ohio. 





Flat White Enamel 


Here is a true flat white enamel, 
known as “Dulux” Super-White 
Flat Enamel, that dries overnight 
to a smooth surface on walls with 
no side sheen, and is also satisfac- 
tory for trim and woodwork. It 
makes a tough, freely washable 
surface, has excellent flow and free- 
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dom from sagging, laps well, and 
has good hold-out and hiding prop- 
erties. It may be tinted to light 
pastel shades with du Pont tinting 
colors without increasing sheen and 
streaking. E. I. du Pont de Ne- 
mours & Co., Inc., Wilmington, Del. 





Sandpaper Kit 

There are 10 sheets of sandpaper 
in assorted grits for all home needs 
packed in this Handy Sandpaper 
unit. Sheets are 4x5% in., with 
















HANDY 
& SAND PAPER b 
AssoaTseD GRITS 
HANO PAPER co., 





















round edges for safer and longer 
use. Hano Paper Co., 220 E. 23 St., 
New York, N. Y. 





Plastic Bobber 


Here is a new 8-in. imitation por- 
cupine quill bobber, made of non- 
fading, unbreakable plastic. It is 
molded in black trimmed with 
white, and has a quick fastening 
tip and rubber band. Not necessary 


to remove hook and sinker to at- 
tach the float. Retail: 10¢. Air 
Light Products Co., Omaha, Neb. 


Utility Board 


Here is a new Sta-Put Utility 
Board that fastens securely to any 
flat surface with four suction cups 
built into the base. Measuring 
12x18x1 in., the seasoned maple 
board has been sanded, polished 
and S-grooved together for long 
use. The suction cups are at- 
tached to the board on screw pegs 
for easy replacement, and will hold 





weights beyond general kitchen use 
without working loose. Retail: 
$4.95. Lorelei Corp., 828 N. Wells 
St., Chicago, IIl. 





Plastic Covered Stools 


These Wilchrome stools are made 
of wood and covered in Duran plas- 
tic, and come in a number of colors. 
The all-purpose kitchen _ stool, 
shown left, wholesales for $7.50 and 
retails at $12.95. The kitchen stool, 
center, wholesales for $4.25 and re- 
tails at $6.95, and the bathroom 
stool, right, wholesales for $3.60 
and retails at $5.95. The stools will 
not rust or peel, and are easy to 





clean. Wilchrome Mfg. Co., Inc., 
501-525 W. Conway St., Baltimore 
30, Md. 





Cotton Sealing Tape 


There is a new cotton tape for 
sealing wallboard joints called E-Z 
Seal. It is strong, tough, and 
smooth, and can be painted or 
papered over without showing the 
design. It is flexible and adheres 
quickly, and has ability to contract 
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To sell homes faster 


MAhe WEY 00TK & 
















BLACK ORNAMENTAL Cabinet Hardware. 


MH e—? 





STANLEY CABINET HARDWARE 


Here’s a smart way to build more “sell” into your 
homes. Use Stanley Cabinet Hardware for every 
room in the house. It’s easy to install, long-lasting, 
and how it “clicks” with home buyers! 


Nothing dresses up a kitchen, for example, like 
Stanley Kitchen Cabinet Hardware in gleaming 
chrome. In bedrooms and sitting rooms, Stanley 
matching door and drawer pulls add extra value as 
well as new beauty. 

And in practically any room, Black Ornamental 
Hardware by Stanley is “love at first sight”. There 
is a type and style of Stanley Cabinet Hardware for 
homes in every price class — put it to work, selling 
houses for you. The Stanley Works, New Britain, Conn. 


Remember 





Three Hinges To A Door 





Reg. U.S. Pat. O 


HARDWARE ¢ TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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UPRIGHT 


MANITOWOC 


SUB-ZERO 








Model 14 
14 cv. ff. 


Model 18-5 
18 cu. ft. 





Advanced Upright Design ® Separate 
Compartments ® Cold-Hold Inner Doors 
Therma-Seal Protection © Needs Only 
29%, x 36 in. of Floor Space 
Fiberglas Insulation 






5U8-2Z8R0 


en-ien 


Ten cu. ft. 
of self-defrosting 
refrigerator 


Ten cu. ft. of 
budget-wise freezer 


All In One 
Beautiful Cabinet! 


write now 


for full details! £9 






Gentlemen: 
Please rush me all the facts on your Sub-Zero 
freezers and the new Ten-ten combination. 


Name. sckesmbargnss: Fesoosnaive 
y | ae Sacacaidialentaasons cicitasa 
Company...........:.0 idsalipindes zs Savtiestaconelion 
I ss csisscesssvmdicviesnsszaves Dbisiiepuedensencnseeae 
O Distributor 0 Dealer H-11 


MANITOWOC EQUIPMENT WORKS 


Division of Manitowoc Shipbuilding 
Manitowoc, Wisconsin 
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and expand with temperature 
changes and normal building move- 
ment. Packed for counter display. 
Brown-Bridge Mills, Inc., Troy, 
Ohio. 


New Bowl Heater 


Here is a new design bow! heater, 
the Handyhot Pin-Up Heater No. 
1210, that hangs from a nail on the 
wall and can be directed wherever 
it is needed. Pin-up plaque and 
adjustment knobs are of gray plas- 
tic, and the metal outer shell is 
gray enamel. The reflector, cradle 
and wire guard are of highly 





polished metal. For AC or DC, it 
uses 645 watts and 115 volts. Price 
is $6.95. Chicago Electric Mfg. Co., 
6333 W. 65 St., Chicago 38, IIl. 





Saw Tooth Knife 


This quality kitchen knife, “Saw- 
Nife,” has a razor-sharp edge and 
saw teeth in the back of the blade. 
The blade is scimitar-shaped to 
give more cutting surface, and is 
of heat-treated, high-carbon steel. 
The handle is sturdy walnut. Retail 
price: $1.49. Bertram Engineering 
& Supply Co., 3125 Harrison St., 
Kansas City, Mo. 





Plastic Door Push Plate 


This attractive 9x 2% in. door 
push plate is made of transparent 
crystal plastic and protects doors 


Yer 


DECORATIVE 


= 

















from dirt and fingerprints. It is 
mounted on a display card with 
two plated wood screws for instal- 
lation. Suggested retail: 25¢. 
Packed 72 to a carton. Thomas 
Mfg. Corp., 80 Clinton St., Newark 
5, N. J. 


Kerosene Oil Lamp Line 


Here is a new line of kerosene 
oil lamps for emergency lighting, 
non-electrified buildings, or as 
home decorations. The line includes 





5 lamps, listing from $1.59 to $2.75 
complete. Illustrated is No. 540, 
glass handle fount lamp complete 
with reflector and wire wall 
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TS See 


Plate 
By s 

% in. door 
ransparent 
tects doors 


Cells on Sight! 
URRICANE 


ROTARY POWER MOWER 


the quality line that wins friends and influences 
customers 


iN 


NCE: tox ae 
i B be ARR he A Ee vat 
” TL aT ee Fk 


Rees 


La GrE 


Once customers see the Hurricane, they buy! For even 
in the trim, 


the layman can recognize long-term quality 1 

sturdy lines of this masterfully engineered mower! The 
rwo fast-selling models in the Hurricane line meet the 
demands of any homeowner! For the large suburban 
lawn there’s the big, russ URRICANE SENIOR 


___ and for the small city yard customers can select 


the light but powerful HURRICANE JUNIOR. 








fa. Tt is 
“ard with Priced right and built right, Hurricane 1s 
or instal- a money-maker for every 
ail: 25¢. dealer who carries 
Thomas the line! 


., Newark 


° 
Line 

kerosene 

lighting, 

or as 

> includes 


e Your Inventory 


Act Now to Guarante 
eturn Mail! 


Get Full Details by R 


MAIL TO 


ALS PRODUCTS CO., INC. 


NATIO 


MR. DEALER: Your present power-mower line 

may be cost mers and money- Don't Hurricane Division, 
hurt your b i that won't 
do the job. i 1 want a bigger share of the powe 
Hurricane—the mower that outlasts and out more about the fast-selling Hurricane line. 
performs them all! 


2722 Cherry Street, Kansas City 8, Mo. 


r-mower sales. Tell me 





to $2.75 
Yo. 540, NAME 
omplete : 
e wall ADDRESS 
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Make an Extra Profit on 


Grainger’s Lower Prices 


Pay 25% Less for 
'’2 HP Dayton Motor 








Undersells all % HP Capacitor Motor 
competition. Heavy-duty built for 
machinery, pump, blower and farm 
jobs. 1725 RPM, 115/230 V. 3%” 
shaft. Drip-proof frame. Rubber 
mounted. Lists at $41.65 and equals 
¥% HP motors listed at $55.00. Your 
discounts are extra large. Order 
sample—specify No. 4K154. 


WHOLESALE CATALOG 


Request on Letterhead 


w.w. GRAINGER 


es INC. 
43 WAREHOUSES — COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 


FRO 
Gaal 








( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


with MOT SHRinx'| 
it WORKS BETTER. 


STICKS ANB STAYS wiyy 
















Most dealers report 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
ont year after 

ear.” What's more, 

urham's Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users Order from your jobber. 


The PLASTIC Repair Material 












DURHAM 
COMPANY 
Des Moines 4 
lewe 






























la POWDER Form 





















bracket, retailing at $2.50. Each 
lamp is packed complete in a cor- 
rugated carton. Rubicon, Inc., 14 
E. 38 St., New York, N. Y. 





Fire Fighting Broom 

A chemically-flameproofed Ran- 
ger Fire Fighting Broom has red 
rattan fibres. There is a metal col- 
lar where the hickory handle joins 
the heavy gage, rust-proof metal 
cap to prevent this vulnerable point 
from charring or breaking. A rust- 
proof metal band holds fibres firmly 
in place with three hooks. Perfezx, 
Dept. C., Brooklyn 8, N. Y. 


Dado Set 


Here is a new Pacific Groove 
Master dado set consisting of two 
outside cutters of alloy steel and 
six inside chippers. There are two 
sets of teeth on the outside cutters 








for faster and cooler cutting with 
less power. Groove Master is 5% 
in. in diameter, adjustable from 
3/16 to 9/16 in. in 1/16 in. stages, 
and available in 1% and %& in. arbor 
holes. Width is increased by adding 
extra chippers. Retail price: $5.95. 
Western Saw Mfrs., Inc., 1844 W. 
Washington Blvd., Los Angeles 7, 
Calif. 





Nutron Wall Brush 


Here is a wall brush with Nutron 
bristles, which have qualities very 
similar to pure bristles. Brushes 
are offered with a 3%4, 3 and 3% 
in. trim with a clear and black 
peerless handle. No priorities are 
required on orders for Nutron 
brushes, and the line will be ex- 
panded into varnish, flat sash and 
longer wall brushes. Edy Brush 





Co., Inc., 245 E. 151 St., New York. 


Automatic Book Light 


This compact little book light, 
called Eagle Magic Booklite, clips 
to the cover of a book and concen- 





trates its light on the page area. 
The light goes off automatically 
when tilted forward, and on when 
tilted backward. In normal reading 
position it stays on. Shade and 
housing are molded of Plaskon 
urea, and easily kept clean. Eagle 
Electric Mfg. Co., Long Island City, 
nN. 3. 


Toy Letter Set 


This child’s plastic letter build- 
ing set, called Word Builder, con- 
tains 55 pieces including letters 
with duplicates of those most fre- 
quently used, 4 ft. of tracks, “and” 
sign, commas, periods and an ar- 
row, with a long list of spelling 
words. The letters and symbols are 
1%-in., bright colored plastic, and 
fit into plastic tracks so they will 
stanc upright. Retail: $2.98. There 
is also Junior Accountant set with 
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National Advertising 


Conditions 
21,855,260 Prospects 

















a 
. 2 co® ; . 7: ~ 
oven deners will read about Niagara Farm 


~~ 


and Garden Brand insecticides and fungi- 


cides in national magazines and the garden 


sections of Metropolitan Sunday newspapers. 7" 
These ads will pre-sell your customers on the r WINDOW 


advantages of protecting their flowers, vege- DISPLAY 
tables, shrubs and lawns with the only 
FREE DUST AND 


for amateur gardeners. =— 1 “ sm NEWSPAPER 


= [zy MAT SERVICE 


complete line of professional dusts and sprays 


We invite hardware, seed and other dealers 
to get on the Niagara bandwagon for in- 
creased sales and big profits this coming 
season. Clip and mail the handy coupon for 


CLIP COUPON 
FOR CATALOG SHEETS 















complete details COUNTER CARDS aacitiiaatuate 4 

eee —- 

| Niagara Chemical Division 1 

| FOOD MACHINERY AND CHEMICAL CORPORATION | 

* | Middleport, N.Y. Dept. A | 

| Gentlemen: | 

| Please send me your Farm and Garden Brand catalog sheets, | 

CHEMICAL DIVISION | price lists and full details of your merchandising plan. | am a | 

| retail dealer [_] | am a distributor [_] (please check one) | 

FOOD MACHINERY AND CHEMICAL COPORATION gg —~Uly | FIRM NAME © 

MIDDLEPORT, N.Y. © Richmond, Calif. ¢ Jacksonville, A lagara 2 oe FOU... — 
Fla. © Tampa, Fla. ¢ Pompano, Fla. « New Orleans, La. eo! Buy rie” STREET 

Greenville, Miss. ¢ Harlingen, Tex. © Pecos, Texas ¢ Mel | ee I 

Canadian Associates: NIAGARA BRAND SPRAY CO., LTD., | CITY. we ZONE ~ ATW _— t 

Burlington, Ontario (cece aman anan anes qnenesasanasasesanenenasenenane=as 2 
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“sampling” 
program that 
pays you 
a profit? 


Then now's the time 
to feature 


VIGORO* TABLETS 


Complete plant food in handy 
form for house plants! 


The attractive display carton 
takes only a little counter space. 
But when placed near your cash 
register it becomes a fast-mov- 
ing item that catches plenty of 
extra sales. 


What’s more, the gardening 
friends that Vigoro Tablets make 
this winter, become prime big- 
sale prospects for the lawn feed- 
ing season to come. 


So order a supply of Vigoro 
tablets today. You’ll make a neat 
profit now — and an even better 
one next spring and summer. 


1 Dozen Tablet Package 






*VIGORO is the 

trade-mark for 
Swift & Company's 
complete, balanced 
plant food 


4 Dozen Tablet Package 
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Shelf Paper Roll 











a full selection of numbers, symbols 
and tracks. Plast-Ad Mfg. Co., 319 
Hydraulic Ave., South Bend 22, 
Ind. 


A new, low priced roll of shelf 
paper, Tidy-House Cologloss shelf 
lining paper, has been introduced 





in white and four pastel colors. 
The exact shade of the paper is 
shown in a band on the outer wrap- 
per. Tidy-House Paper Products, 
Inc., 101 Onderdonk Ave., Brook- 
ign, N.Y. 


Children's Swim Vest 


An improved Stay-A-Float swim 
vest for children is a feature of 
the Tapatco line. The vest has 





Kapok filling in six separate sec- 
tions for comfort, covered and 
sealed with vinyl plastic. There are 
safety buckles and adjustable crotch 
straps. Colors are red and orange, 
and there are sizes for children 
from 2 to 15 years. American Pad 
& Textile Co., Greenfield, Ohio. 


Shelf Clips 

These new, drive-in metal clips, 
called Zip-Clips, allow anyone to 
put up shelves, secure drawer par- 
titions, etc., easily with no other 
tool than a hammer. Cadmium 
plated Zip-Clips are driven in like 
nails, and form a strong, rigid, 
permanent slotted support. Made 
of 22 gage heat-treated harderea 
steel, and in the form of 4-in. 
channel pieces 134 in. long and 5/16 
in. deep. Four prongs extend from 
the back for extra strong and du- 





rable support. Retail: six for 25¢. 
Asa D. Scott Industries, Inc., 1028 
E. 63rd St., Chicago 37, Ill. 





Wall Bed Lamp 

This new ‘‘Up-’n-Down” bed lamp 
hangs on the wall or attaches to 
any type of bed. An adjustable 
shade comes in gray, bronze and 
chartreuse, and has a gold molding 
on the edge of the shade. Packed 
in a three-color combination gift 
and display box. Retail is $4.95. 
General Lamps Mfg. Corp., Elwood, 
Ind. 


7 (yore 
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Tape Merchandising Deals 


Two new tape merchandising 
deals for point-of-sale display are 
Deal “K” and “L.” Deal “K” holds 


72 rolls of assorted 25¢ and 39¢ 
sizes of Scotch brand transparent 
cellophane tape, and is designed for 
shelf display. Deal “L” holds 36 
rolls of tape, and is designed to | 
hang on cash registers or for shelf | 
display. Minnesota Mining & Mfg. | 
Co., 900 Fauquier St., St. Paul 6, | 
Minn. 


Right Angle Drive 


This new all-purpose right-angle 
drive, Babco No. 740, is for 4-in. 
electric drills, and couples closely 
to the drill, fitting directly on the 
spindle. Angle drive may be used 
in either direction and offers a 
choice of a 2:1 speed reduction or 
a 1:2 speed increase. Spindles are 
heat-treated, and adaptors are 
alloy tool steel, heat-treated and 


precision threaded to %@ in.-24. Re- 
til: $4.95. Babcock & Co., 6253 
Claremont Ave., Oakland 18, Calif. 


Angle-Head Flashlight 


Here is a new, two-cell, angle- 
head flashlight which features a 
strong clip that attaches to belt 
or clothing to provide light while 
leaving the hands free. It has a 
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McKINNEY 


MANUFACTURING COMPANY 


1400 Metropolitan St., Pittsburgh 33, Pa. 





WHAT'S NEW 





three-position safety-lock switch, 
spare lamp carrier in its deep cap, 
and barrel-length ribbing for firmer 
hand-grip. It is made of high- 


impact polystyrene. Individually 
packaged in a “full-view” carton, 
and has a suggested retail of $2.15, 
without batteries. Olin Industries, 
Inc., Electrical Division, New 
Haven 4, Conn. 


1952 Glass Rod Line 


A new complete line of solid glass 
casting rods will be manufactured 
for 1952. The line of Paul Bunyan 
Reflex Rods will be built on the 
precision tapered shaft principle 
assuring balanced power and ac- 
tion. Available in sizes of 31% to 
6 ft. in three models, and equipped 
with carboloy tip tops and heavily 
chrome-plated guides. All will carry 
a guarantee against defects in 
workmanship and materials. Paul 
Bunyan Bait Co., 1307 Glenwood 
Ave., Minneapolis 3, Minn. 


New Television Models 


Two table models and one console 
model have been added to the 1952 
Emerson television line. Table 
models, No. 700 Mahogany and No. 
700 Blond, list for $249.95 and 
$259.95 respectively. Console model, 
No. 701, lists for $299.95. All 
feature built-in antennas, one-knob 
tuning control, strong, sharp pic- 
tures in a fully lighted room, and 
trouble-free reception even in 
fringe areas. Emerson Radio & 
Phonograph Corp., 111 Eighth 
Ave., New York 11, N. Y. 
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Floor and Wood Sealer 


A new, quick-drying and deep 
penetrating, synthetic type clear 
floor and wood sealer, called Val- 
Speed, anchors itself into the pores 
of the wood, assuring long life and 
resistance to heavy wear. It dries 
in an hour, and may be recoated 
after three hours. It is pale in 
color, giving natural wood repro- 
duction, is resistant to the alkali 
in ordinary soaps and cleaning 
agents, will not turn white when 
subjected to water, and may be ap- 
plied by brush, spray, mop, squee- 
gee or cloth. Valentine & Co., Inc., 
11 E. 36 St., New York 16, N. Y. 


Reversible Paint Roller 


New Bestt Trimzz Rollr is a re- 
versible roller designed exclusively 
for painting corners, door sash 
and window frames. The fuzzy 
end of the roller works corners 


© © 


and applies color on joining wall. 
Reversible metal edge rides on the 
wall next to door and sash frames 
and prevents paint from going on 
the woodwork. Core is fibre and 
cover is mohair. The roller does 
not mat, provides a smooth finish 
and is easily cleaned. Fond du 
Lac Roller Corp., Fond du Lac, 
Wis. 


Appliance Cleaner 


Now being made available to the 
retail trade is Sta-Wite, a cleaner 
for refrigerators and other appli- 
ances, that removes discolorations 
due to grease, fumes, etc., and 
which offers resistance to further 
yellowing. After initial discolora- 
tion has been removed, one cleaning 
a week keeps appliances white and 
clean. A 9-oz. jar sells for 85¢, a 
4-0z. jar for 49¢. Sta-Wite Div., 
J. Thamm Refinishing Co., 1940 
Utica Ave., Brooklyn 3, N. Y. 


Wooden Furniture Glides 


These new glides for wooden 
furniture, called Plastiglides, elimi- 
nate scratching and marring of 
hardwood, asphalt, or rubber tile 
floors and the problem of rust on 
carpets. They can be driven into 


the hardest woods without break- 
ing or chipping, and are non-abra- 


% 
X 


eee 


sive for long wear. Plastiglide 
Mfg. Corp., 3122 Nebraska Ave., 
Santa Monica, Calif. 


Adjustable Picture Hanger 


The Evergrip adjustable wire- 
locking picture hanger, No. H-52 is 
a round-edge, rust-resistant steel 
hanger, brass plated and lacquered. 
It allows a picture to hang on any 
of four levels without the hanger 
being moved, and locks the wire so 
that re-leveling is unnecessary. 
Nails are high-carbon steel, brass 
plated and lacquered, and specially 
tempered with ground needle- 
points for easy drive and protec- 
tion to plaster. Holds up to 50 lbs. 
Evergrip Products Corp., 265 Canal 
St., New York 13, N. Y. 


Plastic Maple Leaf Dish 


Here is a colorful plastic maple 
leaf dish for salads, candy, nuts, 
etc. The stem of the dish makes 
a useful handle, and colors are red, 
yellow and green in opaques, and 
fireglo and yellowglo in transparen- 
cies. Packed 36 to a carton. Rogers 
Plastic Corp., West Warren, Mass. 
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(Resume reading on page 13) 
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Here's WHY 


You'll sell more 


PARKS 


qutbahyiny 


shellac 





@ “Sets” fast 
@ Dries hard 
@ Powders smoothly when sanded 

@ Gives long wear and lasting beauty 
@ Always uniform in quality 


@ Code-controlled freshness 


THERE IS A BIG DIFFERENCE 
IN SHELLAC! 


When you stock and recommend 
Parks quick-drying Shellac you offer 
your customers a superior product at 
no extra cost . . . build good will and 
profitable repeat sales! 

Feature the easily-identified Parks 
cans and jars in 5-gallon, 1-gallon, 
quart, pint, and /2-pint sizes. Clear 
White and lustrous a for every 


surface. 
MCL 
TRIPLE-GU ARANTEED 


died quality, purity of 
e customer 






for full-bo 
ingredients, complet 
or 
action! Meets 
fication TI-V-91e. 





; exceeds 
satis 


Federal Spec! 


EAM ae 


NATIONALLY ADVERTISED 
FREE SALES AIDS! 


FREE SAMPLE! Examine and compare Parks 
qlee ayn Shellac at our expense. Write 

ODAY on company letterhead for your free 
sample! 










VOOTIOOUVOTTOON 


tHE PARKS company 


FALL RIVER, MASSACHUSETTS 














TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
units are packed in an assortment 
carrying 6, 8, and 10 ft. sizes, and 





shipped in a display carton. Evans 
& Co., 400-416 Trumbull St., Eliza- 
beth, N. J. 





| Sanding Unit Display 


This new two-color display pack- 
age for window or counter use is 
designed for the Millers Falls No. 
2120 Buffing and Sanding Attach- 
ment. The display is done in red 
and black, and a die-cut cover 





raises and folds back for an effec- 
tive vertical display panel. Millers 
Falls Co., Greenfield, Mass. 


Swivel Dispenser 

An 11%x9x3 in. self-service 
counter dispenser holds 54 KeLux 
“Two-Bit” plastic tubes packed 
with an assortment of swivels and 
snaps for fresh-water fishing.There 
are 36 tubes of Safety Snap Swivels 
and 18 of Barrel Swivels. Each 
unit contains 72 tubes. Dispenser 
is free with the initial purchase of 
the contents, and can be refilled as 
needed. Art Wire & Stamping Co., 
227 High St., Newark 2, N. J. 


Vacuum Cleaner Aids 


Dealer aids are tied in with the 
Eureka “3 in 1” upright cleaner 
sales promotion program. The large 
store display stand with lighted in- 
sets, illustrated here, tells the “3 in 
1” story, and other aids include 





direct mail pieces with return post 
card, broadsides, and window post- 
ers. Eureka Div., Eureka Williams 
Corp., Bloomington, II. 





Roller-Painter Aids 


Merchandising and promotional 
aids for Thomas roller-painters in- 
clude a point-of-sale display pack- 
age, shown here, which is litho- 
graphed in a six-color effect. It has 
a self-service floor display mer- 
chandiser, five paint can toppers, 
and three girl cutouts. Supplied 
free with merchandise with $75 re- 
tail value. Other aids include three- 





color promotional folder and ad 
mats, available upon_ request. 
Thomas Products Co., 8490 Lyn- 
don Ave., Detroit 21, Mich. 
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Fly Line Selling Aids 


A combination package and dis- 
play label has been introduced for 
GudeKing silk and GudeQueen 
nylon level fly lines. The new label 





measures 414 in. in diameter and 
is printed in red, black and gold. 
It can be used for display by peel- 
ing back the top layer of paper on | 
the back of the label, and pressing | 
the exposed adhesive surface to 
glass, wood or metal. Gudebrod 
Bros. Silk Co., Inc., 12 S. 12 St., 
Philadelphia 7, Pa. 





Water Heater Xmas Kit 


Main theme of the Rheem Christ- 
mas promotion is that an auto- 
matic water heater makes an ideal 
family gift that will be enjoyed for 
years. Complete Christmas promo- 
tion kits contain newspaper ad 
mats, giant-size postcards, radio 
commercials ranging from 20 to 60 
seconds, and red “Merry Christ- 
mas” ribbons and bows for gift- 
wrapping the heaters, or for use 
in window displays. Rheem Mfg. 
Co., 570 Lexington Ave., New York 
7) Es. Ko 
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Linseed Oil Container 


- | 
Attractive quart bottles have| 
been newly designed for Pol-mer-ik | 
Linseed Oil. There is a measur- | 
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| @ Cheer up! Buffalo Bolt de- 













NEXT TIME... 








Get Quality Buffalo Bolts in 


1006GH 


HANDY-PACK BOLT CARTONS 


—— 


signed the Handy-Pack just for 
you to end the nuisance of spilled 
bolts. There’s no premium for 
Handy-Packs...and as an added 
bonus they bring you the world’s 
best bolts. Order today. 





HANDY PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons, 


@ Same carton quantities as always, same method of ordering. 


FEATURES @ Cartons are re-shippable without tying or wrapping. 


@ Covers make durable open drawers for bolt cabinets. 





@ Can be ordered in carload or less-than-carload lots. 


Wrtte for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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LOW PRICED 
GIFT ITEM 









Appeals to 
all ages 





The little red lantern 


with the big sales record 
TO DISPLAY IT IS TO SELL IT 


R.E. DIETZ COMPANY | 


EST. * ” 1840 


SYRACUSE 1, N. Y. 


SPOTLIGHTED 
FOR SALES 








EVERY 4" ELECTRIC DRILL 
A PORTABLE SAW 


DEPTH GAGE graduated from 0 to 1%” depth, 
BEVEL GAGE graduated from 0 to 45° angle, 
RIP GAGE adjustable sideways. VISUAL GUIDE 
for accurate cuts, SAFETY-YOKE for rigid con- 
a and safety, 90-DAY FACTORY GUAR- 
ANTEE. 


CUTS 1'4'", or 2x4 by turning over. 
FAIR TRADE RETAIL PRICES 
(Dealer Discount 33-1/3%) 

No. 445 "'ARCO-SAW"' with all 50 

GAGES and 4” ““HYCARBON’”’ Cross- 11 

CUS Blade .cccccces-cocccccessccecce 

No. 444 ''ARCO-SAW."* same as 995 
above, less gages Has accurate VISUAL 

GUIDE. STILL ONLY............-. 


DEALERS—Order from your Jobber today or 
write direct for our new catalog sheets, 


ARROW METAL PRODUCTS CO. 


















DEPT.TR,140 WEST BROADWAY 
NEW YORK 13, NEW YORK 
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TO HELP YOU SELL 








ing scale imprinted vertically on 

the bottle for ease in pouring exact 
amcunts of oil with less dripping. 
Visual warning is given when a 
new supply is needed. Packed 12 
qts. to the carton. Archer Daniels 
Midland Co., 600 Roanoke Bidg., 
Minneapolis, Minn. 








Bolt and Nut Carton 


This Lewis carton is reinforced 
with extra heavy metal stapling 


| clips, and flaps are sealed with 


strong filament tape. The design 
allows easier storage and servicing, 


| and there is an illustrated and in- 











| formative label. Lewis Bolt & Nut 


Co., 504 Malcolm Ave., S. E., Min- 
neapolis 14, Minn. 





Tinting System 

A new Spectro-Matic Tinting 
System consists’ of 12 tubes of 
colors in three sizes which mix 
with white bases to provide 300 
colors. Available for flat, semi- 
gloss, high-gloss, four-hour enamel, 
floor enamel, and exterior finishes. 
The flat finishes are completely 
odorless. Rockford Paint Mfg. Co., 
Rockford, IIl. 





Shotgun Assembly Folder 


A new, easy-to-follow instruction 
folder with detailed photographic 
step-by-step illustrations on how 
to assemble and disassemble the 
double-barrel Model 21 is now be- 
ing packed with the shotgun. The 
reverse side of the leaflet outlines 
proper care for extending the shot- 
gun’s life. Winchester Repeating 
Arms Co., New Haven, Conn. 


Fish Line Counter Cabinet 


This sturdy, natural wood coun- 
ter display for fishing lines mea- 
sures 10x16x12 in., has a glass- 


ey Noe 
Seoees. 





enclosed front and storage space in 
back. It carries a colorful mer- 
chandising streamer on top to set 
off a complete display of all types 
of fishing lines. Available with a 
special order for $90 worth of fish- 
ing lines at the dealer’s cost, or 
purchased outright for $6, without 
a special purchase of fishing line. 
B. F. Gladding Co., South Otselie, 
N. Y. 


Tile Cement Label 


An attractive new label for 
Miracle Ceramic Tile Cement gives 
a description of the contents as 
well as other pertinent informa- 
tion. There are two demonstra- 
tion spot illustrations, one on either 
side of the printed name, illus- 
trating a different use for the ce- 
ment and the best method of appli- 
cation for each. Base of the label 
is bordered by the Miracle slogan, 
“Construction by Adhesion.” Mir- 
acle Adhesives, Inc., 124 E. 55th 
St., New York 22, N. Y. 
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ALLEN’S 

BARNES 

BENNER-NAWMAN 

BEYER 

COLE HOT BLAST 

COLEMAN 

COLEMAN (Canada) 

CREST (Canada) 

CREST-AIRE (Canada) 

CUSTOM AIRE 

DOMESTIC 

DRACO FIREBALL 

DUO-THERM 

ENTERPRISE 

ENTERPRISE (Canada) 

ESTATE HEATROLA 

EVANS 

EVEN-TEMP 

FAWCETT TORRID- 
OIL (Canada) 

FESS (Canada) 

FINDLAY (Canada) 

FLOOR-O-LATOR 

FLORENCE 

GILLEN 

H. C. LITTLE 

HERCO HEAT FLO 
(Canada) 

INTERNATIONAL 

JUNGERS 

KEMAC (Canada) 

KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 

MARCHAND (Canada) 

MONARCH 

MONARCH (Canada) 

MONOGRAM 

NESCO 

NORGE HEAT 

ORAN 

PERFECTION 

PREWAY 

QUAKER 

QUAKER (Canada) 

SAFEWAY 

SCOTSMAN 

SIEGLER 

SILENT FLAME 

SUPERFLAME 

THERMO-PRODUCTS 

TORRIDAIRE 

VIKIMATIC 


WASHINGTON FRUGAL 


DO YOU SELL ONE OF THE 






NOW You CAN EARN EASY 


ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here | 
you can offer every customer the luxury of true automatic, thermostatically i 
controlled heat! This means easier selling, because you can offer comfort ' 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means AppiTIoNAL Prorits for i 
you. Write now for Bulletin T-2 on A-P Comfort Controls. | 





EASY TO INSTALL | 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and i 
transformer. Mechanical thermostat even eliminates wiring! | 


- Famous for completely reliable 
DEPENDABLE Controls service ...in oil heating... 
gas heating .. . refrigeration. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2442 N. Thirty-second Street * Milwaukee 45, Wisconsin @ In Canada A-P Controls Corporation, Ltd. * Cooksville, Ontarie j 
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Every lock needs 


LOCK-EASE™ 
graphited LOCK FLUID 


BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 


Approved by leading locksmiths. Sold by hard- 


Graphited 


Lock FLUID 





4-oz. Can delivers drop or 


pressure stream. List Price 
ware and locksmith jobbers every- 


where. Order now! A 


AMERICAN GREASE STICK CO., Muskegon, Mich. 









GAS SPACE ~"_ 


HEATERS 


vi70 













Y Pull in Sales — 
and Satisfy Customers 


v 
8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
* 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 


| 
| 
All Martin Heaters | 
AGA approved for 
natural, liquified and | 
manufactured gases 


Write your jobber or direct 
for complete catalog 


Over 45 years 
stove experience 


MARTIN STAMPING & STOVE CO., Huntsvitle, Ata. 
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TO HELP YOU SELL 


Bolt & Nut Catalog 


Important fastener data is com- 
piled in this new catalog, No. 106. 
RB&W’s line of bolts, nuts, cap 











| and set screws, etc., is described, 
and complete details on stock and 

| non-stock sizes, dimensions, types, 
physical properties, prices, ship- 
ping weights, and engineering data 
are given. There are also useful 
tables on unified thread standards, 
terminology and abbreviations, and 
decimal equivalents. There is an 
identifying color tab index for each 
product section. 
terhead request. 
& Ward Bolt 
Chester, N. Y. 


Xmas Tape Rule Display 


This striking multi-color point- 
of-sale Christmas display for Carl- 
son steel tape rules shows Santa 
Claus advising, “Make it a Rule 
for Christmas — give a Carlson 
Steel Tape Rule.” The four leading 
models, the Big Chief, White Chief, 
Chief, and Hobby rules are illus- 
trated as suggested gifts. Carlson 
& Sullivan, Inc., Monrovia, Calif. 


f 3% 
va / 
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Russell, Burdsvll 
& Nut Port 


Co., 





(Resume reading on page 14) 
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high priority in the 
Practical Gift section 


CP SWEEPERS 


Christmas!—when hearts are big and purses just a bit 
strained. It’s a combination which explains why the “clean 
sweep” line holds such high priority among practical gift 
items. Useful, well made, good looking, efficient—and 
eminently presentable—Porter Carpet Sweepers carry the 
added appeal of a price scale that stretches gift 

dollars in truly welcome fashion. 


Examine Porter features, quality and values. You'll 
quickly understand why Porter Carpet Sweepers sell 
so readily the year around. Write today 

for full information. 


PORTER CARPET SWEEPER CO. 


Dept. CS-41, Shelbyville, Ind. 











THE PERFECT CHRISTMAS PROMOTION 
CHROME and 


paste * KIDDIE SET 


TABLE AND TWO CHAIRS 


© Chrome plated legs ¢ Plastic table top $ 5O 
© Duran plastic seats and backs 
Kiddie set with big sales-appeal. Qual- 


ity construction; “grown-up” style fea- 
tures; gray, yellow, red. A _ sure-fire 
Xmas promotion. Place trial order now ; 
re-order in time for Xmas. Packaged: 
2 chairs In one carton; table in another. 
“ys weight 30 lbs.; F.O.B. Buffalo, 


SUGGESTED 
RETAIL $27.95 


LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 
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“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO 
PLEASE EVERY 

CUSTOMER’”’ 







Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there's 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


a ) PAPER 
HANGER’S 


c 





o MANUAL 


y TRAINING 


TESTED 








° 
quay Re MURPHY £7072 
| 100 YEARS 





ROBERT MURPHY SONS COMPANY 
| AYER, MASSACHUSETTS 


65 


KkKKKKK* 


Read it in HARDWARE 


EWS OF 





AG 





HARDWARE AGE FOR 





Welfare, Retirement Plan Is 
Started by Marshall-Wells 


A new welfare plan and 
employee profit sharing re- 
tirement plan has been 





JOHN H. MOORE 


announced for all Marshall- 
Wells companies and subsid- 
iaries, including the Western 
Paint & Varnish Co., and 
Zenith Machine Co., Duluth, 
Minn. 

In making the announce- 
ment, John H. Moore, Mar- 
shall-Wells president, stated 
that the program was the re- 
sult of many years’ planning 
and work, calling for the co- 
operation of the employee and 
the company. 

The plan features a profit 
sharing arrangement with 
employees, and includes a re- 
tirement program, life insur- 
ance, hospital and medical 
expense benefits, accident 
and_ sickness benefits and 
other special features such 
as polio insurance. Contribu- 
tions are made through pay- 
roll deductions by the em- 
ployees and by the company 
at a specified percentage of 
net profits. Both funds are 
held in trust until an em- 
ployee leaves or retires. 

A new employee has to 
wait only 90 days to be in- 
cluded under the welfare and 
insurance benefits of the pro- 
gram, and only a year to be 
included in the Marshall- 
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Wells Profit Sharing Retire- 
ment Plan. 

More than 2800 people in 
all the firm’s operations in 
St. Paul, Billings, Spokane, 
Seattle, and Portland, as well 
as all Canadian plants, have 
been included in the retire- 
ment plan. Almost 100 pct 
sign-up of employees was re- 
ported. 


Ray-O-Vac Names Bender 
Merchandising Manager 

W. L. Bender has been ap- 
pointed merchandising man- 


ager for Ray-O-Vac Co., 
Madison 10, Wis. 





W. L. BENDER 


Mr. Bender was _ trans- 
ferred from field selling to 
the general sales staff over a 
year ago. Since then he has 
assisted the sales manager 
with administrative duties 
and as a member of the mer- 
chandising committee. 





Horrocks-Ibbotson Buys 
Divine Rod Co. Assets 


Horrocks-Ibbotson Co., 
Utica, N. Y., has acquired all 
assets of the Fred H. Divine 
Fishing Rod Co., Utica, man- 
ufacturer of custom fishing 
rods. 

The announcement was 


made by Richard H. Balch, 
Horrocks-Ibbotson president, 
who said that Horrocks-Ib- 
botson was prepared to as- 
sume repair and refinishing 
work on Divine Rods, and 
would undoubtedly resume 
manufacture of some of the 
more popular members. 


Wesco-Detroit Moves 
To New Headquarters 


The central district head- 
quarters of Westinghouse 
Electric Supply Co. have 
been moved from 547 Harper 
Ave., Detroit, Mich., to 22-11 
Kirby Ave., Detroit. 

The new building contains 
more than 92,000 sq. ft. of 
floor space, and has greatly- 
expanded parking facilities. 
Deliveries by rail or truck 
have also been facilitated by 
the move. 

Horace I. McConnell is dis- 
trict manager. 


Speed Products Names 
Director of Sales 


Charles Parker has been 
appointed director of sales 
and promotion for Speed 
Products Co., Inc., 32-01 
Queens Blvd., Long Island 
City, N. Y. Mr. Parker, who 
has been with Speed Products 
for three years, will coordi- 
nate the firm’s sales and ad- 
vertising activities. 


Cornell President in 
Owens-Corning Board 


Dr. Deane W. Malott, 
president of Cornell Univer- 
sity, has been elected to the 
board of directors of Owens- 
Ccrning Fiberglas Corp., To- 
ledo 1, Ohio, succeeding 
George K. Funston, who re- 
cently resigned his director- 
ship to become president of 
the New York Stock Ex- 
change. 








Ekco Products Buys Assets of Minute Mop; 
Line to Be Sold Through Ekco Sales Force 


Ekco Products Co., 1949 
N. Cicero Ave., Chicago, IIl., 
has purchased the assets on 
Minute Mop Co., Chicago, 
maker of the self-wringing 
sponge mop, and Minute Mop 
Co. of Canada, Ltd. The an- 
nouncement has been made 
by Benjamin A. Ragir, 
Ekco president. 

Ekco Co. plans to sell the 
Minute Mop line through the 
regular Ekco sales force of 
75 men, and for the time be- 
ing, the mop will continue to 
be manufactured in Minute 
Mop’s plant on a lease basis, 
as Ekco has not purchased 
the factory sites. Finished 
goods will be shipped from 
Ekeo’s Chicago plant. 

The acquisition of the Min- 
ute Mop assets is part of the 
Ekco policy of expansion and 
diversification. Mr. Ragir 
pointed out that Minute Mop 
products were complemen- 
tary to the more than 2000 


houseware products manu- 
factured by Ekco. 
Minute Mop Co. was 
founded in 1940 by Joseph 
Trindl, and manufactures a 
total of 25 sponge products, 
ranging from dish mops to 
window mops, and including 
five styles and sizes of self- 
wringing floor mops. 





ee 


BENJAMIN A. RAGIR 
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Travels Sales Territory 
For Wholesale Firm 


Jack Schwamberger will 
cover the eastern region sales 
territory of American Hard- 





JACK SCHWAMBERGER 


ware Supply Co., dealer- 
owned wholesaler, 41 Termi- 
nal Way, Pittsburgh 19, Pa. 
He succeeds C. Robert Taylor, 
who has resigned his post to 
enter the retail hardware 
business, 


Mr. Schwamberger has been 
with American Hardware & 
Supply Co. for two years, 
formerly serving in the buy- 
ing department as assistant 
to the buyer of hand tools, 
farm and heavy hardware. 
He then became assistant toy 
buyer for the firm. 


Keystoners Elect E. J. 
Ramsdell President 


At the recent annual meet- 
ing and installation of offi- 
cers, The Keystoners in- 
stalled Everett J. Ramsdell, 
Sparten Saw Works, as pres- 
ident. Richard P. Noyes, 
manufacturers’ agent, is the 
new vice-president and Ed- 
ward T. McGlynn, Corbin 
Cabinet Lock Div., 265 Gram- 
ercy Drive, Clifton Heights 
Pa., was elected secretary. 
Theodore W. Hissey, The 
Eagle Lock Co., is the new 
treasurer. 








Dealer Nominations Opened for Hardware 
Brand Names Awards to Be Given in April 


Hardware retailers 
throughout the country will 
attempt to earn the title of 
“Brand Names Hardware 
Retailer of the Year,” 
awarded each year by the 
Brand Names Foundation in 
recognition of national lead- 
ership in presentation of fa- 
mous manufacturers’ brands 
to the public. Merchants in 
19 other fields will also be 
represented. 

In addition to each win- 
ner, four retailers in each 
of the 20 trade groups will 
receive “Certificates of Dis- 
tinction.” Awards and cita- 
tions will be presented at 
the Foundation’s annual 
Brand Names Day Confer- 
ence, at the Waldorf-Astoria, 
New York, N. Y., April 16, 
1952, 

In announcing that nom- 
inations were open for the 
1951 awards, Henry E. Abt, 
Foundation president, said 
that retailers will be judged 


on three major criteria. 
These include: (1) the ex- 
tent to which the store has 
explained the values back of 
manufacturers’ brands in its 
advertising, in employee 
training, display, etc.; (2) 
the originality shown in com- 
bining institutional copy 
about brand names. with 
straight product copy in its 
promotional material, and 
(3) the use and coordination 
of available local media in 
telling the brand story. 
Stress is placed on how the 
promotion was done, rather 
than how much it cost. 
Nominations may be made 
by an executive of a store or 
outlet, trade association, 
chamber of commerce or ad- 
vertising club, an executive 
of a manufacturer or a 
wholesaler, or a representa- 
tive of a trade magazine, 
newspaper, radio or tele- 
(Continued on page 77) 
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Fred Pritzlaff, 90, Hardware 
Pioneer, Dies at His Desk 


On Friday evening, Nov. 9, 
Fred C. Pritzlaff cleared his 
desk, as he has done for 51 





FRED C. PRITZLAFF 


years as president of the 
John Pritzlaff Hardware Co., 
Milwaukee, and prepared to 
leave the office at the end of 
another day and another 
week. 

A few moments later he 
collapsed and died. 

The passing of Mr. Pritz- 
laff, at the age of 90, takes 
from the midwest hardware 
fraternity one of its real 
veterans. Despite his ad- 
vanced years he was active 
as president of the whole- 
sale firm. 

He had entered the Pritz- 
laff organization in 1879 and 
became its second president 
in 1900 when his father, John 
Pritzlaff, founder of the firm, 
passed away. 

His death came as he 
would probably have wanted 
it. He had spent the day at 
his office as usual and was 
preparing to go home when 
he was stricken. Mr. Pritzlaff 
never regained consciousness 
and died in his own office. He 
had just finished a full week 
at his desk and was appar- 
ently in good health when he 
left his home on what was to 
be his last day. 


Mr. Pritzlaff was born in 
Milwaukee and educated in 
the Lutheran parochial 
school and the old Markham 
academy there. He went to 
business college in  Val- 
paraiso, Ind. 

He entered his father’s 
business in 1879. His father, 
a native of Pomerania, Ger- 
many, had come to Milwau- 
kee in 1841. He founded his 
hardware business in 1850 
on what is now N. 3rd Street 
as a retail store. In 1874 it 
was moved to its present lo- 
cation on N. Plankinton Ave. 

A year ago he was honored 
in a centennial celebration of 
his company and was pre- 
sented with a 70-year service 
button. 

His interests and partici- 
pation in civic, business and 
church activities was wide- 
spread. During his long 
career he had served as a 
director of the First Wis- 
consin National Bank, the 
Wisconsin Securities Co., 
Northwestern. Mutual Life 


Insurance Co., National En- 


ameling & Stamping Co., 
Concordia Fire Insurance 
Co. and the Milwaukee 
Mechanics Insurance Co. 

An active Lutheran lay- 
man all of his life, he was a 
representative of his church 
on the board of control of 
Concordia College. Later he 
was a member of the board 
of directors of the Missouri 
Synod. He was donor of 
Pritzlaff Memorial Library at 
the Concordia Seminary, 
which was given in memory 
of his father. He was also 
treasurer, for many years, of 
the Lutheran Laymen’s 
League, which was founded 
at a meeting held in his home. 
Until a few months ago he 
was a member of the Mil- 
waukee Hospital Auxiliary. 

(Continued on page 77) 
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Officers for New Universal 


Major Appliance Co. Named 


Morton L. Clark, president 
of Universal Major Appliance 
Co., the new firm which has 
taken over the major appli- 
ance division of Landers, 
Frary & Clark, New Britain, 
Conn., (see HA, Nov. 1, 1951, 
page 150), announced the 
company’s new officers at a 
recent distributor meeting 
held at the Hotel Commodore, 
New York, N. Y., the first of 
a series of five meetings be- 
ing held throughout the coun- 
try. 

Universal Major Appliance 
Co. is a merger of the major 
appliance division of Landers, 
Frary & Clark, the Artkraft 
Mfg. Corp., Lima, Ohio, of 
which Mr. Clark is president 
and director, and the Balti- 
more Porcelain Steel Corp., 
Baltimore, Md., of which he 
is vice-president and director. 

Harry Parsons will be exec- 
utive vice-president of sales, 
having direct charge of re- 
frigeration production sales. 
E. L. Farquharson, formerly 
laundry equipment manager 
of Landers, Frary & Clark, 
will be vice-president of laun- 
dry equipment sales. Harry 
Payor, formerly manager of 
the water heater division of 
Landers, Frary & Clark, was 
named vice-president in 


charge of range and waiter 
heater sales. R. H. Money, 
vice-president in charge of 
engineering at Artkraft and 
Baltimore, will hold the same 
position in the new company, 
as will Andrew R. Grierson, 
vice-president in charge of 
manufacturing at Artkraft 
and Ba!timore. George J. Ma- 
dill, formerly vice-president 
and works manager of Art- 
kraft Mfg. Corp., will be 
vice-president and works 
manager of the Lima division 
of the new company. 

R. R. Trubey, chairman of 
the board of Artkraft Mfg. 
Corp., and president of Bal- 
timore Porcelain Steel, will 
be chairman of the board of 
the new firm, and will be ac- 
tive in the general manage- 
ment of the business. 

It is planned that Universal 
Major Appliances will have a 
full line of major appliances 
in a short time, and will puf 
forward an aggressive pro- 
gram on the entire line. 

The machinery necessary 
for the production of major 
appliances is being moved 
from New Britain, and pro- 
duction of electric ranges and 
washing machines will begin 
shortly. 








Maytag Names Birrell 
To N. Y. Sales Area 


David B. Birrell has been 
named a regional sales man- 
ager in charge of 13 counties 
in New York state by the 
Maytag Co., Newton, Iowa. 

Before joining the May- 
tag Co., Mr. Birrell was en- 





DAVID B. BIRRELL 


gaged in wholesale selling in 
Rochester, N. Y., and during 
the past six years has been 
associated with major appli- 
ance distributors in that 
area. He will work under 
Charles B. Mason, manager 
of the Newark branch office. 





Officers, Board Elected 
By Eureka Williams 


Officers and directors of 
the Eureka Williams Corp., 
Bloomington, IIl., were re- 
cently elected at the annual 
meeting of the board of di- 
rectors. 

Officers reelected to their 
posts were: H. W. Burritt, 
president; L. A. Casler, exec- 
utive vice-president; A. L. 
McCarthy, executive  vice- 
president of Eureka Divi- 
sion; O. E. Nesmith, manu- 
facturing vice-president; R. 
C. Osborn, engineering vice- 
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president; G. W. Phister, 
secretary; W. T. Creed, 
comptroller, and H. L. Kent, 
assistant treasurer. 

Newly elected to the board 
of directors were Denis Re- 
gan and David Turk, while 
members reelected to the 
board include: Mr. Burritt, 
Mr. Casler, Mr. McCarthy, 
J. K. McClintock, F. A. 
Daum, H. Diamond, O. A. 
Glazebrook, Jr., W. A. Math- 
eson, M. L. Schafer, F. Tut- 
tle, and W. A. Maron. Mr. 
Maron was elected chairman 
of the board, a newly cre- 
ated post. 


Takes Over Southeast 
Sales for Thompson & Son 


George W. Smith, formerly 
midwestern sales representa- 
tive for Henry G. Thompson 





GEORGE W. SMITH 


& Son Co., New Haven, Conn., 
has been transferred to At- 
lanta, Ga., where he will 
cover the southeastern states 
for the firm. 

Mr. Smith has served with 
Henry G. Thompson & Son 
for six years. 





Three Advancements by 
Westinghouse Supply 


John M. Howle has been 
appointed consumer products 
sales manager for the West- 
inghouse Electric Supply 
Co., in Georgia, and C. E. 
Spaduzzi has been named 
consumer products sales pro- 
motion manager for the 
southeast district. Henry E. 
Magann was given the post 
of manager of the Miami, 
Fla., branch of Wesco, at 11 
N. E. Sixth St., succeed- 
ing Mr. Spaduzzi. Mr. Me- 
gann was formerly appara- 
tus and supply salesman 
there. 


HARDWARE 


McGrath Heads Johnston 
Water-System Company 


Hiram W. McGrath has 
been appointed president of 
Johnston Water-System Co., 





HIRAM W. McGRATH 


Mansfield, Ohio, and as such 
will guide a program of ex- 
pansion projected by the com- 
pany. 

Mr. McGrath was formerly 
general manager of the Co- 
lumbiana Pump Co., and has 
been with the firm since 1936 
in various capacities. He was 
made sales manager in 1945. 





Henry Made Manager of 
Copperweld Susbidiary 


T. Y. Henry has been ap- 
pointed division manager of 
Flexo Wire Co., Oswego, 
N. Y., a new subsidiary of 
Copperweld Steel Co., Glass- 
port, Pa. 

Mr. Henry was formerly 
manager of materials sec- 
tion, division standardizing, 
of the RCA Victor Division 
of Radio Corp. of America, 
and his experience in the 
wire industry includes work 
in designing, testing and act- 
ing as a consultant for elec- 
tronic applications. 


Third Plant Opened by 
Thomas Mfg. Corp. 


The third plant of Thomas 
Mfg. Corp., 80 Clinton St., 
Newark 5, N. Y., was opened 
recently at an open house, 
held at the new plant, 17 
Lawrence St., Newark. 

The plant comprises an 
additional area of approxi- 
mately 25,000 sq. ft. and has 
the latest material handling 
equipment and modern 4as- 
sembly fixtures. It was built 
as part of the firm’s expan- 
sion program. 
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Shopping tips 
for your trade... 


that prove an investment 
in home comfort 


At this season of the year — not all buying is confined to gift pur- 
chases. Home owners are aware that when you buy hardware for 
the home, you not only enjoy added conveniences but increase your 


property values as well. 


Note these fine sash adjuster sets which prove such a 
timely addition now that winter weather and icy winds 
have returned. Holding storm sash open in any desired 
position firmly is but one of the many features of this 
hardware. 





Cellar windows too, come in for special attention when 
you install either the No. 70 or the No. 71 Cellar Win- 
dow Sets illustrated below. Your trade will be pleased 
with either of these popular numbers, long recognized 
for their fine construction and trouble-free perform- 
ance. Heavy protective finishes-give added years to 
their normal long-service life. 





No. 86 Nois-Less Storm Sash 
Adjuster Set 











No. 70 Cellar Window Set No. 71 Automatic Cellar Window Set 
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More Than 600 Exhibitors Take 920 Booths 
At January Housewares & Appliance Show 


More than 600 exhibitors 
will occupy approximately 
920 booths at the January 
1952 National Housewares 
and Home Appliance Exhibit, 
which opens Thursday, Jan. 
17, and continues through 
Thursday, Jan. 24, at Chi- 
cago’s Navy Pier and the ad- 
jacent University of Illinois 
Drill Hall. 

More than 8,000 buyers are 
expected to attend the Ex- 
hibit, sponsored by the 
National Housewares Manu- 
facturers Association. Ap- 
proximately 528 manufactur- 
ers will display their wares 
at Navy Pier, and another 100 
or more will be housed in the 
Drill Hall. There is a com- 
bined total of 360,000 sq. ft. 
of space in both halls. 

The Drill Hall, which mea- 
sures 100x400 ft., was taken 


for exhibition purposes when 
demand for space in the Janu- 
ary show hit a new record 
high. More applications for 
space in this exhibit were re- 
ceived than for any other ex- 
hibit in NHMA’s history, 
according to A. W. Budden- 
berg, executive secretary of 
the association. The hall, lo- 
cated conveniently near Navy 
Pier and ideally suited for 
exhibit purposes, will have 
its own registration desk, 
check room and restaurant 
facilities. 

Show hours will be 9 a.m. 
to 5 p.m. daily, except for 
Sunday, Jan. 20, when it will 
not be open, and it will end 
at noon, Jan. 24. 

The Exhibit’s dinner-dance 
will again be held at Palmer 
House, Tuesday, Jan. 22. 








1952 National Hardware 
Show Dates Oct. 6-10 


The dates for the 1952 Na- 
tional Hardware Show have 
been set for Oct. 6-10, to be 
held in Grand Central Palace, 
New York City. Once again, 
all four floors will be used. 


In making the announce- 
ment, Frank M. Yeager, man- 
aging director of the show, 
said that the 1952 dates are 
free of all holidays. Hard- 
ware show headquarters are 
located at 331 Madison Ave., 
New York, N. Y. 





Status of Glass Rod 
Patents Clarified 


The current status of glass 
rod patents was the subject 
of a letter recently sent out 
to known manufacturers of 
glass fishing rod blanks and 
glass fishing rods, by Shake- 
speare Co., Kalamazoo, Mich. 
The letter said: 

“We wish to call your at- 
tention to United States Pat- 
ents Number 2,571,692 and 
Number 2,571,717, both of 
which were granted by the 
United States Patent Office 
on Oct. 16, 1951. 

“We believe that the in- 
ventions disclosed in these 
patents constitute the basis 
for the entire glass fibre re- 
inforced fishing rod industry 
in the United States and we 
believe that all of the manu- 
facturers currently engaged 


70 





in the production of glass 
fibre reinforced fishing rods 
and blanks infringe these 
patents. 

“The patents are assigned 
on their face to the Libbey- 
Owens-Ford Glass Co., but 
by virtue of certain contracts, 
the Shakespeare Co. has the 
exclusive right to grant li- 
censes under these patents. 
Instead of adopting a policy 
designed to enjoin manufac- 
turers from further infringe- 
ment of these patents, we 
propose to make available to 
manufacturers now engaged 
in this business, licenses 
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which will be fair and equi- 
table. 

“We are in the process of 
formulating a licensing pro- 
gram designed to put all 
licensed manufacturers on an 
equal basis. This program 
must involve a royalty which 
will be fair and reasonable, 
and which will not place an 
undue burden on the indus- 
try. At the same time, we 
feel that the royalty must 
also be one which will pro- 
vide the patent owner with a 
fair and reasonable return 
for the use of these inven- 
tions.” 





W. G. Steltz Celebrates 
Birthday at Dinner 


Wm. Geo. Steltz, president 
of the Supplee-Biddle-Steltz 
Co., hardware wholesaler, 
Fifth at Bristol Sts., Phila- 
delphia, Pa., celebrated his 
birthday Nov. 16 at a dinner 
given for him by 500 sales- 
men and employees of the 
distributing company in 
the Philadelphia Merchandise 
Mart Bldg. 

Honored guests were Henri 
Sadacca, president of Noma 
Electric Corp., who received 
a trophy and scroll as the 
award for the “Item of the 
Year,” the Noma Talking 
Station, and Jimmy Dykes, 
manager of the Athletics. 

Features of the dinner were 
an address by Mr. Steltz on 
“The Challenge of the Fu- 
ture,” and a musical skit, 
“The Good Old Days.” Roy 
Geppinger, vice - president, 
was toastmaster. 


Martin Heads Sales for 
Landen Putty Works 
Raymond E. Martin has 


been appointed to the newly 
created position of sales 





RAYMOND E. MARTIN 


manager for Landen Putty 
Works, 45 Irving St., Mal- 
den, Mass. In his new ca- 
pacity, he will have complete 
charge of sales and will help 
with advertising plans of the 
company. 

Mr. Martin’s sales career 
started with Electric Storage 
Battery. He then joined 
General Tire & Rubber Co., 
in a merchandising sales ca- 
pacity, and during the war 
served as liaison man with 
various government depart- 
ments. Following that he be- 
came New England sales 
manager for John Lucas & 
Co. He served with Landen 
Putty as manufacturers’ rep- 
resentative prior to his new 
appointment as sales mana- 
ger. 








Thermoid Co., Wins N. J. State Safety Council Award 


vie 


ge 4 
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The radio safety Award of Merit of the New Jersey State Safety Council has been 
presented to the Thermoid Co., Trenton, N. J., for the firm’s sponsorship of 100 radio 
hours, devoted to promoting highway, plant and home safety during the 1951 summer. 
Fred E. Schulter, Thermoid Co.'s president, accepted the Award for the company from 
Thomas Y. Jones, president of the State Safety Council, at a ceremony on Oct. 24 at 
the Newark Downtown Club. One of the features of the summer-time Thermoid Highway 
Cavalcade was a series of round-table forums on safety. 
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To get out front in oil 
heater sales, you must have 


COLEMAN’S 
INDUSTRY-SHAKING 
FUEL-AIR CONTROL 









No other manufacturer has anything like it. Auto- 
matic air control synchronized with automatic fuel 
control valve. Saves as much as 25% on fuel costs. 
Gives the same fuel efficiency on low setting as on 
high setting. Engineered so that even a child can 
operate it. It’s a comfort, efficiency and economy 
feature that REALLY sells. 








THE MOST 
MAGNIFICENT 

BEAUTY AND STYLING 
IN HEATING HISTORY 





YOU well know the sales value of eye-appeal! 
Coleman has it! And this new gorgeous oil heater 
line is just in a class by itself. The spectacular new 
functional “high style” models . . . the distinguished 
De Luxe Consoles .. . the smhart-looking new Master 
Circulators ... have simply set an entirely new 
standard of handsome appearance in the oil heater 
field. You have to have Coleman to have it! 





If you don't have full information about Coleman's line 
of Oil Heaters, get In touch with your Coleman dis- 
tributor or write today to The Coleman Company, Inc., 
Dept. HA-952-1, Wichita |, Kansas. 





COMFORT COSTS 
SO LITTLE 
WITH A 


Coleman 
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PRICES THAT GIVE NEW MEANING 
TO THE WORD “VALUE” 


We don’t have to talk price to you this 
year. We merely invite you to compare 
any Coleman model price-wise with the nearest pos- 
sible model that any other 1951 line offers. You'll 
wonder how we do it! There’s a very simple answer- 
Coleman’s 50 years of experience has taught us how 
to make better products for less money .. . at a good 
profit to you. A model for every purse. 


LISTED BY UNDERWRITERS’ LABORATORIES 





AUTOMATIC OIL HEATERS 


World's Largest Manufacturer of Home Heating Equipment 
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THIS UNEXCELLED 


SHALLOW WELL 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 


Exterior view of Peerless 
Model SW Shallow Well 
Jet Pump and Tank. 


The Self-Primin g Jet 


FOR SHALLOW WELL WATER SYSTEMS 


The Peerless self-priming jet system 
for shallow wells is unsurpassed for 
economy, performance and simplicity. 
Easiest of all water systems to under- 
stand, install and operate. Finest 
mechanical design; nothing in the 
well to get out of order. It is priced 
right, it is backed up by national 
advertising and merchandising and 
offers adequate profits. There’s a big 
market for water systems. Cash in on 
it with the Peerless shallow well jet 
and other pumps in the complete 
Peerless line. 
Write today for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


FILL AtL YOUR CUSTCP*ERS NEEDS WITH 


WATER SYSTEMS 


THE COMPLETE LINE 


Sanaa 
ee 
——— 
—— 
| ee 








CAPACITIES: 
Up to 850 gals. 
per hour 


LIFTS: 
Up to 20 feet 


PRESSURES: 
To 50 Ibs. or more 


DRIVES: 
VY to Y2h.p. 
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HARDWARE BRIEFS 








Alabama 


Oliver H. Atchinson has 
bought the Owens Hardware 
Co., Greenville, from Ray 
Owens and Phil Sweeney. 





H. C. Register has pur- 
chased the Hicks Hardware 
Co., Luverne, Ala., and will 
operate the business under 
the name of Register Hard- 
ware Co. 





California 


Howard Pearson has as- 
sumed ownership of Leveen’s 
Hardware, 21513 Sherman 
Way, Canoga Park, from 





Ralph E. Leveen and his son, 
Ralph, Jr. Mr. Pearson is 
a one-time employee of the 


| store. 





Warren Pitts became the 


| sole owner of Valley Hard- 





| ware, Camarillo, by purchas- 


ing the interest of his former 
partner, Gerald F. Baptiste. 





After more than 60 years 
of continuous operation, Ken- 
nish Hardware, Kewanee, has 
closed. 


lowa 


Beckers Hardware, Gen- 
eseo, has been purchased by 
Elmer B. Wagle, who will 
operate the business with his 
appliance business. 


Kansas 

A new hardware store has 
been opened at 908 N. Kan- 
sas Ave., Topeka, by Harry 
Metzger and his sons, Har- 
old and Don. 





Kentucky 

Razor Hardware, Salt Lick, 
has been sold to Stanley My- 
ers. It was formerly oper- 
ated by Walter and W. R. 
Razor. 





Marlow Sears has pur- 
chased the stock of Engle 
Hardware Co., Somerset, and 
will move it from its present 
location on E. Mt. Vernon St. 


Michigan 

The building and stock of 
Camden Hardware, Camden, 
has been sold to George Spec- 
tor. 








Tela- Warren Hardware, 
6940 N. Telegraph Rd., Dear- 
born, was recently damaged 
by fire. Damage was esti- 
mated at $75,000. 





Charles E. McLaughlin has 
opened a hardware store at 
124 N. Third St., Marquette. 


New York 


Allen Baxter has purchased 
Hammond Hardware, Ham- 
mond, store property from 
Herbert B. Hogan. 








S&Y Hardware, Liberty, 
formerly located in the Louis 
Rozofsky block on N. Main 
St., has moved across the 
street. 








Sichterman Joins Horton 
Bristol Golf Sales 


Robert H. Sichterman has 
been appointed to the golf 
sales staff of Horton Bristol 
Mfg. Co., Bristol, Conn. His 
territory includes Ohio, west- 
ern Pennsylvania, West Vir- 
ginia, Kentucky and lower 
Michigan. 

Mr. Sichterman has sold 
the Walter Hagen line since 
1945. 





Chicago Specialty Names 
Little to West Coast 


Charles D. Little has been 
appointed west coast repre- 
sentative for Chicago Spe- 
cialty Mfg. Co., 2954 W. Law- 


rence Ave., Chicago 25, IIL, 
maker of plumbing special- 
ties. His headquarters are 
located at 2622 W. Sixth St., 
Los Angeles, Calif. 


i 






® 


CHARLES D. LITTLE 
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NEWS OF 


MANUFACTURERS’ AGENTS 





—— 





James Hayward Handles 
Tuck Hand Tool Line 


Tuck Mfg. Co., 74 Ames 
St., Brockton 39, Mass., has 
appointed James Hayward, 
30 W. Chicago Ave., Chicago, 
Ill., to handle the firm’s line 
of hand tools in the Midwest. 

Others covering territories 
for Tuck Mfg. Co., include: 
Anthony Arau & Co., for 
New England; F. A. Mc- 
Guire & Son, for New York 
state; George and Howard 
Jungkind, New York City 
and Long Island; Howard 
L. Buhman, Pennsylvania; 
E. W. Proctor & Co., for the 
southeast, and S. J. Cole Co., 
for the southwest. 





DeJure Named by Mann 


Joseph DeJure & Son, 7108 
Hilltop Rd., Upper Darby, 
Pa., has been appointed man- 
ufacturers’ representative 
for the Mann Edge Tool Co., 
Lewistown, Pa., maker of 
Mann axes, hammers and 


hatchets. 
will cover Pennsylvania, 
Maryland, including Balti- 
more, Washington, D. C.; 
New Jersey and Delaware. 





Dalton Co., Dallas, Tex., 
has been named to represent 
Aluminum Industries, Inc., 
Cincinnati, Ohio, in Texas, 
Oklahoma, Louisiana, and 
Arkansas. The Dalton firm 
will handle the Permite line 
of aluminum paints and var- 
nishes. 





Herman G. Ruete has been 
appointed sales representa- 
tive for Majestic Silver Co., 
New Haven, Conn., covering 
Michigan and Toledo, Ohio. 





Madison Products Co., 
Ltd., 351 Place Royale, Mon- 
treal, has been named manu- 
facturers’ agent for Canada 
for the complete line of tools 
produced by Heller Bros. Co., 
Newcomerstown, Ohio. 








Revere Names McCreery 
Manager of Rome Div. 


Chester M. McCreery has 
been appointed manager of 
the Rome Mfg. Co., Rome, 
N. Y., division of Revere Cop- 
per & Brass Inc., 230 Park 
Ave., New York 17, N. Y. 
Edwin D. Howell was named 
his assistant, and Harold J. 
Schindler succeeds him as 
works manager of Revere’s 
Clinton Mfg. Division. 

Mr. McCleery joined Re- 
vere in 1932 as divisional 
sales manager, and during the 
war represented the division 





CHESTER M. McCREERY 


in Washington in securing 
ammunition contracts and 


The DeJure firm 





supplies of raw materials. | 


He has also been sales man- 
ager for the firm’s Revere 
Ware line of cooking utensils. 





Stebbins Becomes Soss 
Sales Representative 


Mark C. Stebbins has been 
named sales representative 
for Soss Mfg. Co., 21777 
Hoover Rd., Detroit 18, Mich., 
succeeding Lowell Myers, who 
recently resigned. Mr. Steb- 
bins will handle Soss Invisi- 
ble Hinges in Michigan and 
Toledo, Ohio. 

Mr. Stebbins had formerly 
served as a manufacturers’ 
representative in this terri- 
tory for 25 years. 





Keystone Mfg. Expands 


Plant area and personnel 
of Keystone Mfg. Co., 23328 
Sherwood Ave., Center Line, 
Mich., have been doubled 
during the past year. Engi- 
neering, manufacturing, 
warehouse and shipping fa- 
cilities have all been ex- 
panded. 


HARDWARE AGE, NOVEMBER 29, 1951 

















Whatever a customer’s garden hose i 
requirements, you can meet them with 
the Gilmer line. It’s complete. Variety 
to suit all preferences ...rubber and 
plastic. Constructions to fit all needs 
in normal or heavy-duty service... for 
small homes, farms or large estates. 
Covers, tubing, reinforcement and 
couplings that are extra durable and 
practical. 


Gilmer TUXEDO has added layer of braided Rayon, H 
vulcanized into one non-separating, non-kink unit 
(green, 15 yr. guarantee; black, 12 yr. guarantee), 

Gilmer BADGER has strong one-ply cord, lively seam- 
less rubber tubing and a cover that withstands ‘ 
drag (green, 10 yr. guarantee; black, 5 yr. ; 
guarantee). 

Gilmer PLASTIC defies sun, frost, mildew; doesn't 
peel or crack (red or green, 10 yr. guarantee), 

Each in 25’ and 50’ lengths with full-flow couplings 

that stay put. Also, in 250’ and 500’ bales, un- 

coupled. Plastic available only ‘in 25’ and 50’ 

lengths, coupled. 












PLUS THESE SALES LEADERS 


Gilmer Light-Duty V-Belts in full range of sizes. 
: 
) Gilmer Sheaves—for all household appli- 


ances, workshop equipment. 
e 





Gilmer Tape—Friction and Rubber. 

















L. H. GILMER COMPANY 
1108 TACONY, PHILADELPHIA 35, PA. 
Division of United States Rubber Company 


GILMER 
SHEAVES 






GILMER 
TAPE 


GILMER 
HOSE 


GILMER 
BELTS 














Gilmer Plastic Hose. Light as a feather, 
colorful, eyecatching. Popular, fast- selling, profitable. 
} 
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National Can Announces 
Sales Heads Changes 


John S. Baker has been 
named general sales man- 
ager of the eastern division 





JOHN S. BAKER 





JOHN S. MORRISON 


of National Can Corp., 110 
EF. 42nd St., New York 17, 
N. Y. His former position as 


sales manager of the house- 
wares division has been taken 
over by John S. Morrison. 





Tappan Stove Co. Names 
Seven Representatives 


The Tappan Stove Co., 
Mansfield, Ohio, has an- 
nounced the appointment of 
seven new sales representa- 
tives. 

Jack Bland will represent 
Tappan in southwestern 
Texas, and R. J. Rowlands 
will cover Missouri. J. W. 
Phillips replaces E. T. Pren- 
dergast as_ representative 
East of 9th St., Cleveland, 
and R. R. Myers has been 
named to cover Cleveland 
West of 9th St. D. D. Carlson 
was appointed in northern 
California, and L. A. Car- 
ducci was named for parts of 
New York, New Jersey, and 
Connecticut. S. A. Hanner 
takes over a new territory of 
counties in Texas and Louisi- 
ana. 





Nesco Appoints Director 
Of Consumer Services 


Selma M. Andrews has 
been appointed director of 
consumer services for Nesco, 
Inc., 201 N. Michigan Ave., 
Chicago 1, Ill. She will take 
over all home _ economics, 
demonstration, coordination 
and consumer relations pro- 
grams for the firm. 

Mrs. Andrews was form- 
erly manager of the Hotpoint 











Ballonoff Executives Inspect New Stove Mat 





Executives of Ballonoff Metal Products Co., 2536 Euclid 
Ave., Cleveland, Ohio, meet in their new sales offices to dis- 
cuss the introduction of new linen design Pro-Tex all-purpose 
stove and table mat. Left to right: Robert Goldberger, ad- 
vertising manager; Harold Ballonoff, production manager; 
Sam Ballonoff, trafic manager; Irv Ballonoff, general man- 
ager, and Morris Herman, sales manager. 
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Institute, the home economics 
department of Hotpoint, Inc., 
and prior to that was direc- 
tor of home economics for 
the Crosley Division of Avco 
Mfg. Corp. 





Rheem Names Assistant 
Sales Head in West 


William C. Brooks has been 
named assistant regional 
manager of appliance sales 
for the western region of 
Rheem Mfg. Co., 570 Lexing- 
ton Ave., New York 7, N. Y. 
His headquarters will be at 
the company’s Southgate, 
Calif., office, and he will be 
associated with R. E. James. 





Starts New Plant for 
Rubber Reclamation 


Ground has been broken 
for a new $1,000,000 rubber 
reclamation plant by Boston 
Woven Hose & Rubber Co., 
Cambridge, Mass. It is ex- 
pected that it will be com- 
pleted sometime in the second 
quarter of 1952. 

The new factory will ex- 
tract all usable material 
from scrap auto tires and 
other waste rubber, and the 
entire output will go into the 
company’s own manufactur- 
ing operations. 





National Hobby Week 
To Be Held in March 


“National Hobby Week” 
will be observed in 1952 dur- 
ing the week beginning 
March 17, it has been an- 
nounced today by the spon- 
sors, Hobby Guild of Amer- 
ica, 34 W. 38rd St., New 
York, N. Y. Plans are being 
prepared for tie-ins with 
retail outlets throughout the 
country. 





Smith Advances Three 
In Product Service 


Charles Smith has been 
named manager of the A. O. 
Smith Corp., Product Service 
Division, Chicago, IIl., suc- 
ceeding J. W. Spoor, who 
was named general sales 
manager of the firm’s Weld- 
ing Products Division. P. H. 
Fahrer will serve as Mr. 
Smith’s assistant, and he is 
succeeded as Los Angeles 
manager by George Carlson. 

Mr. Smith joined A. O. 
Smith Corp. in 1941 at Mil- 


waukee, and was transferred 
to Product Service at Chi- 
cago in 1946 to head the field 
service activities there. 





P. H. FAHRER 


Mr. Fahrer, a member of 
the firm since 1948, joined 
as office manager at the 
Product Service Division. He 
later became manager of dis- 
tribution service at Kanka- 
kee, Ill., and was made Los 





GEORGE CARLSON 


Angeles Product Service 
manager in 1950. 

Mr. Carlson takes over the 
Los Angeles post after expe- 
rience in the Stoker Division 
and market research depart- 
ments. 
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MAKE SALES FASTER, EASIER! 


Tie-In With Camfield’s Big 
Double-Plus Christmas Campaign 


- 
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World’s Only 


4 Automatic Toaster 


LIFE And POST Holiday Ads Sell Your Shoppers 
On CAMFIELD-the gift that’s perfect for giving and getting! 


@ Watch for, plan for and profit by 
Camfield’s 1951 “Christmas Gift” 
campaign! Millions will see it— 
in America’s two biggest weekly 
magazines, LIFE and the SATUR- 
DAY EVENING POST! 

@ Tie into this special holiday promotion! 
Display Camfield Automatic 
Toasters with the hard-selling 


store display material included 
free in every shipment of three 
toasters. And talk up these great 
Camfield features for extra sales: 
handy Twin Controls . . . master 
voltage regulator . . . oven-type 
construction . . . hinged crumb 
tray... Underwriters’ Laboratories 
approved AC or DC operation. 


CAMFIELD 


Camfield Manufacturing Co. ¢ Grand Haven, Michigan 
FAMOUS FOR BLUE RIBBON APPLIANCES 
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With Handy 
Twin Controls 


Another National Favorite 
CAMFIELD 
World's Finest Automatic Coffee Maker 


@A fast seller 
everywhere in 
less than a year! 
Perks perfect 
coffee every time 
automatically. 
Signals when 
ready, keeps 
coffee piping hot 
for hours. 
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Carney Becomes Head of has been elected to member- 


Sales for Dayton Pump 


Gerard J. Carney was ap- 
pointed general sales man- 
ager of The Dayton Pump & 





GERARD J. CARNEY 


Mfg. Co., Dayton, Ohio, in 
charge of sales of water sys- 
tems and water softeners for 
residences and farms, and 
gasoline pumps for service 
stations. 





Piker Named To Young 
President's Group 


Herbert M. Piker, presi- 
dent of Hamilton Metal 
Products Co., Hamilton, Ohio, 


ship in the Young Presi- 
dent’s Organization. To qual- 
ify for membership in this 
group, a person must be less 
than 39 years old and be 
president of a company sell- 
ing more than a million dol- 
lars worth of merchandise 
annually. Mr. Piker is 37. 





Herman Mallin Joins 
Hall-Wessel Staff 
Herman Mallin has joined 


the staff of Hall-Wessel Co., 
2116-26 W. Nicholas St., 





HERMAN MALLIN 


Philadelphia 21, Pa., and is 
representing the firm in New 








Coughlan Wins Flying Fisherman Club Trophy 


wv 





1% 
y 


Among winners in the Salt Water Division of the Eastern 
Air Lines’ Flying Fisherman Club was G. N. Coughlan, right, 
president of G. N. Coughlan Co., West Orange, N. J. Captain 
Eddie Rickenbacker, president and general manager of East- 
ern Air Lines, presents Mr. Coughlan a sculptured replica 
of his | 1-lb., 9-0z. catch, which took the bonefish title, caught 


on a fly rod with a Streamer fly. 


Mr. Coughlan was last 


year's winner of the Rickenbacker Tarpon trophy. 
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York state, metropolitan 
New York, and northern New 
Jersey. 


Mr. Mallin has covered the 
trade since 1936. 





West Coast Head Elected 

For Lincoln Engineering 
Lincoln Engineering Co., 

5700 Natural Bridge Ave., 


St. Louis, Mo., has announced 
the election of L. L. Meikle 





L. L. MEIKLE 


as president of the Lincoln 
Engineering Co. of Cali- 
fornia, succeeding C. Homer 
Redd. 

Mr. Meikle joined the firm 
in 1939 and has been general 
manager since 1941. His 
new duties include super- 
vision of the entire West 
Coast division, comprising 
Arizona, California, Nevada, 
Oregon, Washington and 
western Idaho. Mr. Redd 
will continue with the St. 
Louis and California corpora- 
tions in an advisory capacity. 





Landers, Frary & Clark 
Moves Branch Office 


The Los Angeles office of 
Landers, Frary & Clark, New 
Britain, Conn., has _ been 
moved from 2155 E. 7 St., 
to Suite 443, Bendix Bldg., 
1206 S. Maple Ave., Los An- 
geles 15, Calif. The entire 
Landers, Frary & Clark line 
will be on display in the new 
offices. 





Emerson Electric Moves 
Chicago Branch Office 
The Chicago district office 
of Emerson Electric Mfg. 
Co., 8100 Florissant Ave., 
St. Louis 21, Mo., has moved 
to larger quarters. The new 
location is at 1623-25 S. Pu- 
laski Rd., Chicago 23, IIl. 


HARDWARE 


Hodgman Rubber Names 
Hall to Southeast Area 
Vernon P. Hall has been 


named southeastern sales 
representative covering 





VERNON P. HALL 


Georgia, Alabama, Missis- 
sippi, North and South Caro- 
lina for Hodgman Rubber 


Co., Framingham, Mass. 
Mr. Hall was formerly as- 
sociated with the Industrial 
Trust Co. and in 1946 be- 
came southeastern represen- 
tative for Ashaway, Inc. 





Heads District Sales 
Of Pittsburgh Screw 


John J. Kelley has been 
appointed district manager of 
sales for the new office opened 
by Pittsburgh Screw & Bolt 
Corp., at 18921 James Couz- 
ens Highway, Detroit, Mich. 
Mr. Kelley was formerly sales 
engineer in the Pittsburgh 
office. 


Stanley F. Jackes 





STANLEY F. JACKES 


Who was elected a member 
of the executive committee 
of the American Hardware 


Manufacturers Association 
at the recent convention in 
Atlantic City, N. J. Mr. 


Jackes is associated with the 
Jackes-Evans Mfg. Co., St- 
Louis, Mo. 
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OBITUARIES 








Fred C. Pritzlaff 
(Continued from page 67) 


With other members of his 
family, he helped found the 
Lutheran Altenheim Society 
of Wauwatosa. His church 
activities won him an honor- 
ary LLD from the St. Louis 
Seminary. He was a member 
of the HARDWARE AGE Fifty- 
Year Club. 

Surviving are his three 
sons and three daughters. 
Edward F. is vice-president 
and secretary of the Pritz- 
laff organization and John C. 
is vice president and trea- 
surer; Richard, who is not 
active in the hardware busi- 
ness, resides in New Mexico. 


T. J. Ostendorff 


T. J. Ostendorff, Sr., 62, 
secretary-treasurer of Lee 
Hardware Co., Ltd., Shreve- 
port, La., wholesale hard- 
ware firm, died Oct. 27. He 
had been associated with the 
firm for the last 48 years, 
working up from office boy 
to the executive post in the 
late 1930’s. 

Survivors include his 
widow, a daughter, and a 
son, T. J. Ostendorff, Jr. 





George A. Terhune 


George A. Terhune, 84, 
salesman of Ingersoll watch- 
es, glied on November 6, at 
his home in Passaic, N. J. 


News of the Trade 





after a brief illness. He was 
the first salesman for the 
Ingersoll dollar watch, and 
has spent 57 years with the 
United States Time Corp. 
and its predecessors. 





William A. Reglien 


William A. Reglien, asso- 
ciated with Buhl Sons Co., 
Box 1378, Detroit 31, Mich., 
died suddenly on Nov. 1. 

Mr. Reglien joined Buhl 
Sons in 1903, and served in 
the capacities of buyer, su- 
perintendent and assistant 
general manager, before his 
appointment as general man- 
ager in 1935. In 1937 he was 
made vice-president and gen- 
eral manager. In 1946 he re- 
tired, but continued as an ac- 
tive member of the firm’s 
board of directors until his 
death. 


Henry G. Ellett 


Henry Guerrant Ellett, 72, 
secretary and treasurer of the 
Virginia - Carolina Hardware 
Co., 1816-20 E. Main St., 
Richmond 19, Va., died on 
Nov. 11. 

Mr. Ellett founded the 
wholesale hardware concern 
with his two cousins, the late 
John B. Pinder and Walter S. 
Pinder; and he served as sec- 
retary and treasurer of the 
firm until his death. 





Verl L. Koon 


Verl L. Koon, 59, hardware 
dealer in Albion, Mich., for 26 
years, died unexpectedly Nov. 
10. Mr. Koon purchased H. 
C. Menke Hardware in 1925. 
He is survived by his widow, 
a daughter, and a son, Fred- 
erick V. Koon, who is asso- 
ciated in the family business. 








Dealer Nominations for 
Brand Names Awards 
(Continued from page 67) 


vision station. No entry or 
registration fee is required, 
and the deadline for prelim- 
inary nominations is Jan. 25, 
1952. Nomination forms and 
a 12-page descriptive book- 
let can be obtained from the 
Brand Names Foundation, 
87 W. 57th St., New York 19, 
. a # 

Entries are expected to be 
more than three times great- 
er than 1950, when 2,000 
stores and dealers were nom- 
inated. 

Last year’s winner in the 
hardware field was Valen- 
tine Hardware Co., Boulder, 
Colo. Davis-Klunder, Colo- 
rado Springs, Colo., was win- 
ner in the sporting goods 
group. Hardware stores re- 
ceiving “Certificates of Dis- 
tinction,” included: W. E. 
Aubuchon Co., Fitchburg, 
Mass.; Otto Herrmann, Inc., 
Glendale, N. Y.; and Vonne- 
gut Hardware Co., Indian- 
apolis, Inc. John B. Valen- 
tine, secretary of the Valen- 
tine Hardware Co., and other 
1950 winners, will select this 
year’s award winners. 





GE Supply Centers Move 


General Electric Co.,, 
Bridgeport 2, Conn., has an- 
nounced the move of the 
Seattle, Wash., appliance ser- 


vice center to 401 Westlake 
Ave., and that of the New 
York, N. Y., appliance ser- 


vice center to 326 Broadway. 
The Seattle center was for- 
merly located at 211 James 


St., and the New York cen- 
ter at 2125 44th Ave., Long 
Island City. 
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Pacific Northwest Dealers Elect; Channing Retires 


? 


iv 


At the recent annual convention of the Pacific Northwest Hardware & Implement Asso- 
ciation, announcement was made of the resignation of James H Channing as managing di- 
rector. He will be succeeded by Leon G. Peebles, Spokane representative of the Hardware 
Mutual Insurance Co. of Minnesota. Officers elected are: Orvill Hull, Farmers Supply Co., 
Ritzville, Wash., president; John W. Spaan, Lynden, Wash., vice-president. Directors include 
George Reed, Reed Hardware, Lewiston, Idaho; Frank Schultz, Central Tractor & Equip- 
ment Co., Wenatchee, Wash.; Fred Hecker, East Sprague Hardware Co., Spokane, Wash.; 
Don Vorpahl, Clackamas Tractor Co., Beaver Creek, Ore.; Loren Ford, Stanwood, Wash.; 
Lauris Hansen, Sunnyside, Wash.; A. R. Bramer, Bramer Hardware, Omak, Wash.; C. E. Cor- 
witt, Hillsboro Supply Co., Hillsboro, Ore.; William Dielschneider, Dielschneider Equipment 
Co., The Dalles, Ore.; Harold D. Fisher, Fisher Equipment Co., Albany, Ore.; Ray Halbling, 
Halbling Bros., Genesee, Idaho; H. Harlan Johnson, Dayton, Washington; Ray A. McNabb, 
Klamath Falls, Ore., and Ted Vanairsdale, Newport, Wash. 

In the photo, left to right, front row, are: Messrs. Reed, Hull, Landeen, and Hecker. Sec- 
ond row, left to right, are: Messrs. Bramer, Halbling, Corwitt, Dielschneider, Vorpahl, Schultz, 


and Fisher. 
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News and Interpretations of Government Orders 


NPA Weighing Control 
Of Certain Inventory 
On Wholesale Level 


Hardware wholesalers, and indi- 
rectly hardware dealers, have the 
prospect of inventory control in 
store for them when and if con- 
sumer goods get really scarce. NPA 
is believed to be presently consid- 
ering, in a highly speculative fash- 
ion, an order that would allocate to 
distributors all Class B products 
containing steel, copper, and alu- 
minum. 

Such an order is deemed specu- 
lative in that it is being considered 
by NPA officials as being not neces- 
sary unless shortages become more 
acute than presently anticipated 
and because such an order would 
be too unwieldy to enforce. 

Nevertheless, there apparently 
will soon be need for some sort of 
inventory help for distributors, and 
it is not unlikely that a limited dis- 
tributors’ inventory control order 


will be issued. According to some 
Washington sources, such an order 
may at first concern itself primar- 
ily with repair, replacement, and 
maintenance items. 

On the other hand, NPA may 
decide to restrict wholesalers’ in- 
ventories in a manner similar to 
that accomplished by the old World 
War II order, L-63. 

Meanwhile, OPS has moved to 
enforce its manufacturers’ ceiling 
price orders, CPR-22 and CPR-30, 
by making it mandatory for pro- 
ducers to price under those orders 
by Dec. 19th. They have also been 
given the option of including cost 
increases allowable by the Cape- 
hart amendment, OPS having 
spelled out those increases which 
may be included. 

But it is worth noting that cer- 
tain products—among them some 
builders’ hardware items — have 
been exempted. The premise is that 
a tailored price order for builders’ 
hardware, among others, is immi- 
nent. 


Portable Electric Tool Group Recommends 
Production Cuts in Homeworkshop Field 


The Portable Electric Tool In- 
dustry Advisory Committee has 
urged that any NPA orders limit- 
ing portable electric tool produc- 
tion be directed primarily at the 
hobby tool or the home workshop 
type of tool. 

While NPA doesn’t plan produc- 
tion prohibitions of hobby tools for 
the present, the increasing scarcity 
of materials may necessitate the 
issuance of a limitation order dur- 
ing 1952, NPA has indicated, to 
divert materials from hobby tool 
manufacture to industrial type of 
equipment. 

When such a limitation order is 
issued, the agency said, ample lead 
time would be given all manufac- 
turers to enable them to rebalance 
their inventories before any limi- 
tation orders become effective. 

Purpose of such an order will be 
conservation of materials through 
simplification and standardization 
of all portable electric tools. 

The industry committee has 
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recommended the length of electric 
cords on tools be limited to seven 
feet and that in general the pro- 
duction of hobby tools be restricted 
to one or two models of each kind 
of tool. 

The committee has been told by 
NPA that the portable electric tool 
industry had been producing at a 
very high rate before Government 
controls were placed on materials 
and that a considerable part of this 
production was in the hobby tool 
field. 

In the meantime, NPA officials 
have asked manufacturers of port- 
able electric tools to file separate 
quarterly CMP-4B applications for 
their production of repair and re- 
placement parts. Separate appli- 
cations should also be filed for con- 
trolled materials to be used in the 
production of hobby tools, which 
now have a code designation of 
their own in the product assign- 
ment directory. 





CMP Inventory Aid 
Given to Retailers 

As HARDWARE AGE went 
to press, NPA issued an or- 
der helping retailers restock 
their inventories of certain 
controlled materials items. 

This order, M-89, lists such 
items as wire and wire prod- 
ucts, fencing, among others 
and assigns an allotment num- 
ber, W-5. Retatlers are per- 
@gitted to certify their own 
orders by writing on them, 
and signing, the following: 
“Certified under CMP Reg. 1 
and NPA Order M-89.” It 
applies only to those items 
listed, and definite inventory 
limits are set. 

HARDWARE AGE in the 
next issue will publish a com- 
plete explanation of how to 
comply with this new order. 











Mower Makers Seek 
Tailored Regulation 


Member of the Lawn Mower 
Manufacturers Industry Advisory 
Committee at a recent meeting with 
OPS discussed possible issuance of 
a tailored ceiling price regulation. 
About 120 manufacturers of both 
hand and power mowers, doing a 
business of about $125,000,000, cur- 
rently priced under both the Gen- 
ereal Ceiling Price Regulation and 
CPR-22. 

OPS officials said they will con- 
sult with wholesalers and retail- 
ers as to the effect a tailored reg- 
ulation will have on them. OPS 
also said that a tailored regulation 
may be necessary as CPR-22 has 
not worked well for the lawn 
mower industry. It is expected that 
prices for both wholesalers and re- 
tailers would be included in such 
a regulation. 

Committee members expressed 
concern as to the effect of the new 
excise tax on their industry. They 
pointed out that the wholesalers 
and the retailers are permitted to 
take a mark-up on the excise tax 
while the manufacturer is not per- 
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mitted to do this. Yet the manu- 
facturer has to stand the expense 
of collecting the tax and in many 
cases financing it for his whole- 
salers and retailers for a period of 
several months. 

The committee chairman ap- 
pointed a subcommittee to develop 
a framework within which a tai- 
lored regulation might be drawn, 
taking into account the factor of 
increased costs that affect the in- 
dustry. Subcommittee members 


are: 

C. Neal Turner, president, 
Eclipse Lawn Mower Co., Prophets- 
town, Ill.; A. W. Schenck, sales 
manager, Savage Arms Corp., Chic- 
opee Falls, Mass., and G. W. Lock- 
wood, products manager, Pennsyl- 
vania Lawn Mower Division, Amer- 
ican Chain & Cable Co., Inc., Cam- 
den, N. J. 


Galvanized Ware Rate 


Awaits NPA Decision 


An Office of Civilian Require- 
ments program for production of 
galvanized ware is presently await- 
ing decision by top level NPA offi- 
cials, as industry representatives 
warn of pending shortages of gar- 
bage cans and ash cans within the 
next 30 to 60 days. 

An NPA official said that he be- 
lieved the program, if approved, 


would not be too late to prevent 
shortages in galvanized ware items. 

The percentages established by 
the contemplated program closely 
follow those currently applied to 
the industry’s products but effect 
savings of 3,578 tons of steel and 
1,121 tons of zinc by changing 
the rate of production of certain 
items within the industry. 

Garbage cans and ash cans head 
the list at a high rate of produc- 
tion and lesser items are given 
lesser percentages. 


NPA Puts Freeze on 
Heavy Durable Goods 


NPA in effect “froze” models of 
refrigerators, washing machines, 
and other heavy consumer durable 
goods, effective Feb. 1, as a result 
of an order which reserves nearly 
all new production of machine tools 
for direct defense and defense-sup- 
porting users after that date. 

“Frozen” are existing models or 
those which will go into production 
shortly, since for those items tool- 
ing is already completed and so 
they can be turned out. 

But manufacturers of appliances 
and other durable goods might 
after that date be able to make 
minor model changes which do 
scale retooling. 


OPS Capehart Amendment Pricing Rules 
Offer Producers an Optional Basis 


OPS on Nov. 8 made Capehart 
Amendment price ceiling adjust- 
ments available on an _ optional 
basis to manufacturers to whom 
CPR-22 and CPR-30 applies. At 
the same time the agency placed a 
mandatory effective date of Dec. 19 
on CPR-22 and CPR-30. This man- 
datory date does not apply to the 
Capehart Amendment adjustments 
which remain optionally available. 

OPS made one major exception 
in the Dec. 19th mandatory date 
for CPR-22 and CPR-30. This is 
for products such as metallic col- 
lapsible tubes, certain builders’ 
hardware items, and others. Tai- 
lored orders are expected for these 
products in the near future, OPS 
said. 

CPR-22 and CPR-30 producers 
can automatically adjust price ceil- 
ings to reflect labor, material, and 
certain overhead cost changes up 
to July 26, as soon as they have 
filed an OPS Form 100 with the 
agency in Washington and have re- 
ceived a postal receipt showing 


that the agency has received the 
filing. 

Whatever price ceiling adjust- 
ments a producer makes under the 
Capehart Amendment will be sub- 
ject to OPS review as promptly as 
possible, with the agency retaining 
authority to revise them at any 
time. 

Whenever a CPR-22 or CPR-30 
manufacturer chooses to use the 
Capehart Amendment, he must ad- 
just his price ceilings, either up- 
ward or downward, as the case may 
be, for all his items which are 
priced under those regulations. 

The setting of Dec. 19th as a 
mandatory effective date for 
CPR-22 and CPR-30, means that 
those manufacturers who had 
elected to continue GCPR pricing 
instead of CPR-22 or CPR-30 pric- 
ing, will be forced to come under 
one of the two latter orders by 
Dec.. 19th, with the Capehart 
Amendment orders applying to 
CPR-22 or CPR-30 being available 
to them on an optional basis. 
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SILVER KING 


Dealers, build your holiday 
hammer sales with the fa- 
mous Cheney Silver King in 
an attractive, colorful Christ- 
mas Gift Box. Makes an ideal 
gift for the master mechanic 
or the home carpenter. Order 
now from your’ jobber for 
immediate delivery. 


ee 
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Soles Representatives: \ \ \ 
2 | 


JOHN H. GRAHAM & CO., INC, 
New York, M. ¥. \ 


HENRY CHENEY HAMMER 
CORPORATION 
LITTLE FALLS, N. Y. 





The Pay-Off 





@ Time saved by the Oster 
POWER VISE STAND quickly 
pays for its low cost. Then 
comes the real “pay-off.” The 
machine keeps handing you 
money —in time and labor- 
saving on every threading job. 


a, "HREADIN 
TO0Ls1 $ 


Exclusive “Auto-Grip” Chuck! 
This automatic-gripping front 
chuck is standard equipment 
on every OSTER POWER VISE 
STAND. No bars or wrenches 
needed! Grips any kind of 
pipe automatically! 


Write for complete catalog 
information NOW! 


POWER VISE STAND 


Standard range Ve” to 2” pipe. Range with 
Drive Shaft 21/2” to 8” pipe. 


THE OSTER MFG. CO. 


2028 East 6list Street « Cleveland 3, Ohio 


CSEMEM ran EVER 


Gener ran EVER 





















You get added safety and added performance in 
Wall Blow Torches with the revolutionary new 
Pisto-Grip handle. Drawn steel tank has brazed 
inserts and electrically seamed bottom. The Wall 
blow-proof pump means additional safety. Avail- 
able in brass or steel. No extra cost for this new 
handle. It will sell on sight! Write today for 
complete catalog. 


COMPOUND KETTLES « FIREPOTS ¢ OILERS 
¢ SOLDERS 


© SAFETY SHIELDS © SOLDERING IRONS 
¢ OH CARRIERS ¢ PAINT POTS e ACCESSORIES 


MANUFACTURING CO. 


Grove City, Pa 








~ Washing ton 
“ and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


No Tailored Order for 
Electric Housewares 


Small electrical appliances, rang- 
ing from toasters and waffle irons to 
hair dryers, won’t be placed under 
a specific pricing regulation at this 
time, though the men who produce 
them say an order of this kind may 
be needed later. 

When members of the Small 
Electric Housewares Manufactur- 
ers Industry Advisory Committee 
last met with price-setters in Wash- 
ington, there was a lack of agree- 
ment in the group on suitability of 
a tailored regulation. Some manu- 
facturers opposed the idea gener- 
ally, while others thought that any 
such order should explain how pro- 
ducers can apply for adjustment of 
ceiling prices needed to offset cost 
increases recorded prior to last 
July 26. 

These appliances nominally are 
governed by Ceiling Price Regula- 
tion 22, the general manufacturers’ 
regulation. 

At the same meeting, business- 
men and pricing officials examined 
the difficulties of operating under 
price ceilings in a business which 
makes traditional use of periodic 
special sales. Industry spokesmen 
said pre-ticketing requirements un- 
der a uniform pricing system are 
unworkable. 

A shortage in supplies of the ap- 
pliances discussed, the spokesmen 
agreed, may result because of ma- 
terial scarcities. Increased wage 
demands were thought to be inevi- 
table. 


Community Pricing to 
Guide OPS Policies 


Community pricing is the line 
that Office of Price Stabilization in- 
tends to follow as it continues work 
on ceilings for consumer goods. 

One pricing official put himself on 
record recently as saying that the 
community method is the most de- 
sirable pricing technique from the 
consumer’s standpoint. A result of 
using this approach to pricing is 
expected to be eventual setting of 
dollars-and-cents ceilings that the 
buyer can identify readily. 


(Resume reading on page 11) 
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This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 





You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 
clevis styles . . . 100 different ways for you to make a 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 
you 100 ways to stock up with 
Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 


Distributed by Jobbers all over the country 

















CONGRESS SHEAVES and V-BELTS 








@ Precision built. Soundly engi- 
neered. Widely used as original equip- 
ment by hundreds of the largest 
manufacturers of such appliances as 
washing machines, dryers, laundry 
equipment and air conditioning in- 
stallations. 
@ Congress FHP pulleys are available 
in attractive 3-color individual boxes, 
with pulley outside diameter and 
bore size plainly marked. Simplifies 
storing—-selling. 


Immediate Delivery — From Stock Ask Your Jobber and 


WRITE for CATALOG 


CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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by GRIFFIN 





For more than 50 years Griffin 


hinges have been known for their 


fine materials and workman- 


ship. Griffin hinges are 





part of a wide variety of light 
builder's hardware... 


quality produced by 


1H 
Bi Snery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
PENNSYLVANIA 


THE B. $. ALDER COMPANY 








7, . 
. JOHNSON & SONS 
917 St. Charles Avenue 


New 
HARVEY D. RUSH & SONS WALTER S 
4638 Nichols Parkwoy 
Kansas City, Missouri 


1639 W. Fargo Avenue 
Chicago 26, IIlinois 
GEORGE A. GREGG 

17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 


2611 Garrison Bivd. 
Baltimore 16, Maryland San Francisco 3, Calif, 
4524 East 60th Street 
Seattle, Washington 


1620 Gorfield Street 


W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


644 Wellington Rood 


— 


Boston, Massachusetts 





























The Business Outlook—Markets and Price News 


Excise Tax Policies 
(Continued from page 14) 


mark-up but instead average the 
actual cost figure to the closest $5 
and add that amount in order to 
arrive at a new list price. 


Another manufacturer’s prices 
will reflect the excise tax and a 
“reasonable margin of profit” on 
the increased cost price. 

Some recent statements from 
manufacturers on their pricing 
policies follow below: 


Jacobsen Explains How It Reached 
Decision to Include Tax in Price 


The Jacobsen Mfg. Co. in an ex- 
planatory letter to dealers an- 
nounced that dealers should collect 
the 10 pct tax they have paid on 
Jacobsen mowers by adding it to 
the retail price. 

The company said it had made 
extensive investigations covering 
the laws, normal business practices 
and dealer reactions before decid- 
ing on its policy. 

The following questions-and-an- 
swers were used in the company’s 
statement to give a clear under- 
standing of how it reached its pric- 
ing policy: 

Q.—Does the tax apply to all 
power mowers including commer- 
cial types and sickle power mowers? 
A.—The wording of the law on this 
point is not clear but the presump- 
tion is that all such mowers are 
subject to the tax. 

Q.—Should dealers treat the tax 
as a cost and take a markup on it 
or should dealers merely pass on 
the actual dollars and cents charged 
to them? A.—It is reported by 
dealers of products which have pre- 
viously been subject to tax that 
common practice is to treat the tax 
as a cost of merchandise and to add 
it to the normal markup. 

Q.—Should dealers show the tax 
separately on their merchandise 
ticket or price tag or include it in a 
single over-all price? A.—Dealers 
with experience strongly recom- 
mend that the merchandise be re- 
tagged with a new single price in- 
cluding tax. They say that the only 
desirable mention of the tax is the 
wording ‘00.00 Including Tax.” 

Q.—Will Jacobsen publish new 
price sheets showing costs and rec- 


ommended zone prices for mowers 
on which the tax applies? A.—Yes, 
the company will publish new deal- 
er and retail price sheets in which 
all prices will be shown including 
tax. Recommended retail zone 
prices will be filed with OPS on a 
blanket nationwide basis. 


Universal Polisher 


Landers, Frary & Clark is in- 
cluding the manufacturers’ excise 
tax in the list price on its Universal 
floor polisher, the only appliance in 
its line affected by the new tax. The 
price has been changed from $64.95 
to $71.45. 


G.E. Major Appliances 


Suggested retail prices announced 
by General Electric Co. have been 
raised as follows: Clothes dryers, 
from $249.95 to $274; ironers, from 
$59.95 to $65.90; and from $219.95 
to $242, with other models showing 
commensurate rises; diswashing 
machines, from $299.95 to $328.95; 
from $309.95 to $339.95 and from 
$399.95 to $428.94; and garbage 


disposal unit, from $109.95 to 
$119.75. 
Hotpoint Appliances 


Hotpoint appliance list prices are 
approximately 10 pct higher, on a 
new price schedule issued to dis- 
tributors. The new prices include 
the manufacturer’s tax and a mar- 
gin of profit. The items covered 
and the new prices are: LK3 dryer, 
$307.19; LK1_ portable ironer, 
$65.94; LR4 ironer, $142.94; MW6 


garbage disposal, $137.06; MWP6 
garbage disposal pre - plumbed, 
$137.06; MC14 under sink dish- 
washer, $323.68; MC15 cabinet 
dishwasher, $351.09; MC16 dish- 
washer sink, $460.66; MCP16 dish- 
washer sink pre-plumbed, $482.66; 
and MC16P 800 dishwasher sink 
(no top), $383.99. 


Conlon-Moore Corp. 


Dealers have been asked not to 
take a historical markup on the 
manufacturer’s excise tax by the 
Conlon-Moore Corp. on its clothes 
dryers and ironers. Instead, dealers 
are asked to average out the actual 
figure to the nearest $5 and then 
add that amount to determine the 
new list price. On this basis the 
price rises on both clothes dryers 
and ironers will be between $13 and 
$15 a unit. 

This company stated that the 
production run on most of this 
year’s appliances had been finished 
by Nov. 1. An adjusted schedule of 
prices will be issued after Jan. 1. 


Armstrong Ironer 


The Armstrong Products Corp. 
has announced that it wishes the 
distributor and the dealer to decide 
whether or not to pass along to the 
consumer the new tax on its porta- 
ble electric ironer. 


Gas Appliance Outlook 
For Present Is Good 


A favorable outlook for the mar- 
ket for gas appliances in the first 
half of 1952 was seen by Harold 
Massey, assistant managing direc- 
tor of the Gas Appliance Manufac- 
turers Association, in addressing 
the Mid-Southeastern Gas Associ- 
ation in Raleigh, N. C. 

He listed a number of favorable 
factors, including increased indus- 
trial production of all kinds, a 
sharp rise in installment buying 
and a break in buying apathy by 
the public. These factors, he said, 
served to offset in part materials 
limitations, corporate and excise 
taxes and price controls which, he 
said, would prevent the industry 
from reaching last year’s peak 
volume. 

Mr. Massey stated that there 
would be enough gas ranges to 
meet all demands until the second 
quarter of 1952, “when some deliv- 
ery problems could develop.” These 
ranges, he added, would be “built 
in traditional standards of quality 
and performance, and there will be 
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I sell 
the finest... 


| sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 
special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 


MASTER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 


DEEP-WELL JET- : 











DEEP-WELL WATER 
SYSTEM — Positive 








lubrication. Modern 
design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 


CENTRIFUGAL 
PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 














ings. There are no better 





irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 


America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks ® Windmills © 
Irrigation Equipment 








DEMPSTER 
MILL MFG. CO. 
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Vanity’ Cabinet 


Popular Because 
of Its Beauty 
and Low Price 


Distinctive in style, and moderate in 
price, this “Vanity” Cabinet is fast be- 
coming one of the biggest sellers in the 
Ideal line. 


Besides a large center mirror, 16” x 26”, 
it has two side mirrors 10” x 26” which 
swing outward, making it an ideal fixture 
for powder rooms as well as bathrooms. 
Its two cabinets provide extra large stor- 
age space. 


Finished in high-gloss, baked enamel. 
Copper-backed mirrors with stainless steel 
trim. Adjustable glass shelves. Piano 
hinges and other features which make it 
an exceptional value in a LOW-PRICED 
CABINET. 


wiete 18 Models 


FOR @ Write for descriptive 
LITERATURE literature on our complete 
line of bathroom cabinets. 


ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 
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STRATAFLO 


CHECK 







flexible 
metal 


poppet 


All position. Can’t leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. 
Noiseless. Ask for bulle- 
tin 302. 





STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 





Shavou Boil and Schule 


BOSTON 10, MASS. 
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no ‘victory’ models of the type pro- 
duced during World War II.” 

He said that water heaters of ali 
types, except those incorporating 
storage tanks of copper or monel 
metal, would be available. The 
trend will be to larger tanks to 
provide supplies of hot water. 

Home heating equipment output 
will keep pace with essential home 





construction and modernization. 
Sales efforts are to be directed par- 
ticularly toward parts of the coun- 
try which are not affected by gov- 
ernment-imposed gas restrictions. 
While the gas refrigerator outlook 
is clouded by materials shortages, 
it is generally favorable, especially 
so far as top quality models are 
concerned. 


Only Congressional Action Will Restore 
Fair Trade to Health, Proponents Agree 


The only firm conclusion reached 
after a recent full day’s explora- 
tion of every aspect of the current 
Fair Trade problem was that the 
only way to restore it to former ef- 
fectiveness is through amendatory 
legislation by Congress. 

At the 12th annual meeting of 
the American Fair Trade Council 
in New York, Nov. 8, a score of 
authorities on Fair Trade ex- 
pressed every shade of thinking on 
the subject. Capacity attendance 
of leading nationally-known manu- 
facturers indicated the high inter- 
est. 

The consensus of various authori- 
ties on Fair Trade, including Gov- 
ernment officials and lawyers, was 
the possibility that none of the 
various plans which have been de- 
vised by manufacturers for main- 
taining minimum prices on their 
products are satisfactory for use 
since the U. S. Supreme Court 
passed an adverse decision in the 
now-famous Schwegmann case. 

The closer that any of these vari- 
ous manufacturer’s plans come to 
the point of making pricing poli- 
cies stick, the closer they come to 
the point of conflict with Federal 
anti-trust laws, it was agreed. 

Several bills, now pending in 


| Congress, were fully discussed by 


various speakers, who pointed out 
various deficiencies of them. 

The Congressional bill which is 
most generally considered as the 
best one to strengthen Fair Trade 
is the McGuire Bill, H.R. 5767, 
which would amend the Sherman 
Anti-Trust Law. 

Congressman McGuire’s bill fol- 
lowed closely, in some respects, the 
recommendations of the “22 
lawyers” group which met in Chi- 
cago, following the Schwegmann 
decision, to draw up recommenda- 
tions for corrective legislation. 

The thinking of Fair Traders is 
that the only certain way to make 
Fair Trade effective is to have Con- 
gress pass an amendment to the 
Miller-Tydings Act itself, rather 


than the Sherman Anti-Trust Law. 

The other two pending Congres- 
sional bills are those introduced by 
Rep. Morris Poulson (R., Cal.), 
and Rep. Albert P. Morano (R., 
Conn.), both of which would amend 
the Miller-Tydings Act. They were 
in committee when Congress ad- 
journed. 

It is quite likely that all three 
of these bills will get a public air- 
ing after Congress reconvenes on 
Jan. 8. Congressman Emanuel 
Celler, chairman of the powerful 
House Judiciary Committee, has 
scheduled a public hearing for early 
next year, for a thorough review of 
many of the basic Federal regula- 
tory statutes including the Sher- 
man, Clayton, Robinson - Patman, 
Miller-Tydings and Wheeler-Lea 
Acts. 

The McGuire bill is now in the 
hands of House Inter-state and 
Foreign Commerce Committee and 
Congressman Celler has requested 
that it be transferred to his Judi- 
cial committee so that it can be 
studied right along with the other 
regulatory laws. 

Even though the McGuire bill is 
considered badly deficient, Fair 
Trade backers are hoping that be- 
tween now and the time that Con- 
gress will have a chance to act, 
there will be a meeting of the 
minds as to the best possible legis- 
lation. 

“Legislative reversal of the 
Schwegmann decision would prob- 
ably constitute the only completely 
satisfactory solution from _ the 
standpoint of the fair-traders,” 
said Herbert A. Bergson, former 
U. S. Assistant Attorney General 
in charge of all anti-trust legisla- 
tion and anti-trust investigations. 

“Until legislation is forthcom- 
ing,” concluded Mr. Bergson, “the 
solution to the problems created by 
the Schwegmann decision in fair 
trade industries will be extremely 
difficult. 

“Each producer will be compelled 
to evaluate the impact of the deci- 
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From the laboratories of the famous Camp 
Chemical Co. which gave you Camp Cesspool 
& Septic Tank Cleaner, Camp Cesspool & Septic 


Tank Conditioner, and Camp Rootaway Sewer 
Cleaner comes another great product — Camp 
Drainfield Cleaner, the only product of its kind ever 
marketed. Be sure to stock this new profitable Camp 
product and cash in on the extensive promotion. 


= CAMP DRAINFIELD CLEANER ort: instently 


Septic Tank Drainfields can 
cause trouble and usually 
do. That's why we devel- 
oped Camp Drainfield 
Cleaner. It's the only 


\S 
e 
* duct made for clear- 
gnere Come Vo sk produc , 
oP, out we, \ ing and cleaning 
roO% Com. als a clogged and sluggish 
ye xne Crem v Yo- drainfields, disposal 
woo? out? 6, 3 areas, seepage pits, 
Seyualy Geis eles ene dry wells, sand filter 
ne 3 ort?" 08 trenches, french 
arene ate 3 cops Co: drains, etc. Patent 
pr? “ 9e arenes goc® Pending. 
Pam, ose e arti? Write for Introductory 
of ck ge ® gua® Special Offer 
v i 





CAMP CHEMICAL CO., Inc. 


BROOKLYN 15, N.Y. 
Cable Address 





Campchemic, N.Y. 





ae 


Pat. an 


© 1951 C.C.C, 















Aids in rejuvenating and clearing @ Contains plant building chemicals 

sluggish tile lines. and drainage which aid lawns and plants grow- 

areas of clogging organic wastes ing ‘over drainfield areas. 

by its chemical boiling, churning @ Contains combined oxygen avail- 

cleansing action. able for anaerobes in emergency 

Permits greater porosity of soil by periods. 

removing greases and fats in soil @ Neutralizes and counteracts 

pores. strongly acid soils, often detri- 

Restores capillary action and lat- mental to plant growth. 

eral movement of effluent. @ Will not reduce natural soil alka- 

Reduces odors by its anti-putre- linity. 

factive action. @ Removes nitric acid, which pud- 

Contains calcium ions which pro- dies soil, if present in effluent or 

mote good soil structure permit- soil. 

ting better sewage disposal. Reg. U.S. & Canada Pat, Off. 
Distributors or Representative In Most Principal Cities In US. & Canada 

Worehouses: New York e Chicago « Miami e los Angeles 


Largest Manufact 


r of Sewage Chemicals in the World 








We inetel-vitlels axiila-m ste 


LD resents KEILSON” 
MAIL BOXES 


A 


wih 
| 


! 


a 

Hl | 

Mt ul | 
x 

mn 
=f 


ig 
| 





HARDWARE AGE, NOVEMBER 29, 1951 










Fring wie SALES-GOOD PROFITS 
copper covering 


prevents corrosion 


MOLTEN-WELDING 
makes the 2 metals) 
INSEPARABLE 


steel core 
provides strength 
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Here’s a fast moving, steady selling item that is a con- 
sistent money maker for you. Copperweld Household 
Wire is ideal for many jobs around the home, garden, 
workshop and garage. Once customers use this strong, 
pliable, bright, non-rusting wire, they buy it repeatedly. 
No other wire has all these sales features. For quick sales 
and good profits put these colorful cards and cartons 
displaying Copperweld Household Wire on your counter. 
Order a stock today. 


HOUSEHOLD WIRE CARD 
Each 25-ft. or 75-ft. coil is mounted 
a on an attractive blue and orange 
Copmosee : card. Packed a dozen of one size 
WOUSEHOLL wire f in a carton—6 cartons to a ship- 
Ping container. 









% 
a 
. COUNTER DISPLAY BOX 


This convenient and colorful dis- 
play box contains twenty-four 
coils of assorted sizes—one box to 
a corrugated shipping container. 


COPPERWELD STEEL COMPANY, Glassport, Pay 
SALES OFFICES IN PRINCIPAL CITIES 


85 


sion on its particular system of 
pricing and distribution and to 
evolve that formula and make those 
changes that will give to it the 
maximum security possible under 
the anti-trust laws.” 


Sunbeam Making News 


On Fair Trade Issue 


The Sunbeam Corp., which has 
come to the forefront in recent 
months through its renewed ef- 
forts to enforce Fair Trade has 
been making front page news reg- 
ularly in recent weeks. 

Because of its “Voluntary Uni- 
versal Contract System,” which it 
introduced about June 18, action 
was taken against Sunbeam by 
Masters, Inc., electrical appliance 
retailer, in U. S. District Court, 
New York, on Nov. 13. 

Masters, Inc., claims that Sun- 
beam’s agreements with its dis- 
tributors to sell its trade marked 
products only to retailers who 
agreed to abide by its Fair Trade 
Contract, are in violation of the 
anti-trust laws. 

Sunbeam made top news a few 
weeks earlier with a $6 million 
action against Macy’s. 


Demand for New Goods 
Slows; Inventories Up 


The upward trend in manufac- 
turers’ unfilled orders which has 
been in progress for the past two 
years ended in September with a 
drop of $500 million from the all- 
time high of $57.3 billion touched 
in August, reported the Commerce 
Dept. Bulk of the drop was ac- 
counted for by a $400 million de- 
cline in the backlogs of soft goods. 

Shipments normally show a 
gain from August to September 
but this year they fell $800 mil- 
lion to a total of $21.8 billion. 
Shipments of durables were down 
to $9.9 billion in September from 
$10.3 billion in August. Non- 
durable shipments were off to 
$11.9 billion from $12.3 billion. 

Unfilled orders for durable 
goods in September declined to 
$51.8 billion from $51.9 billion in 
August. However, the September 
total represented a gain of $21.7 
billion from the total of $30.1 bil- 
lion in September, 1950. 

Inventories were up to $40.5 
billion in September, a seasonal 
rise of $300 million. All of the 
rise was accounted for by durable 
lines, and was concentrated in the 
heavy defense industries. 
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Broomcorn Brooms at Highest Price Peak 
(Continued from page 14) 


lowest in the history of the in- 
dustry. 

Many broom buyers assumed 
automatically that since more 
broomcorn was available, the price 
would come down, or at least re- 
main the same. 

Whereas the crop sold for an 
average price of $265 a ton in 1949, 
it soared to an average of $425 a ton 
last year, when the record short 
crop was realized. 





The unfinished cornbroom and the 

finished. In a normal year house- 

wives and industry buy about 45 
million cornbrooms. 


This year, the average price 
jumped again, this time to an aver- 
age of $450 to $550 a ton. Since 
broomcorn accounts for 60 pct of 
the cost of a ‘broom and since the 
price of paint, wooden handles, 
twine, wire and paper have also 
risen, the industry is faced with the 
necessity of seeking another price 
increase. 

Broomcorn is grown in the mid- 
west and southwest. Instead of 
tassels, it sprouts a seeded brush 
near the top, and this brush, when 
the seeds are removed, is used in 
making a broom. The plant has no 
food value and no use other than 
for sweeping. 

Broom men say it is unexcelled 
at sweeping because of the thou- 
sands of tiny fibers on each strand 
of broomcorn. These fibers are so 
small as to be invisible, but they 
can be felt by running the finger 
along the strand. It is these tiny 


fibers which are responsible for the 
broom’s sweeping action, and which 
manufacturers have been unable to 
duplicate in other brooms. 

In addition to weather, there are 
other hazards to the farmer raising 
broomcorn. One is the labor prob- 
lem. Broomcorn is harvested en- 
tirely by hand, by migratory labor. 
A number of years ago, a broom- 
corn dealer designed a broomcorn 
harvester, but because of its small 
potential market, the farm equip- 
ment manufacturers rejected the 
machine. 

Broomcorn farmers therefore 
rely on hand labor—which is high 
priced. Field workers this year 
earned anywhere from $20 te $30 
per day harvesting broomcorn. The 
lure of high prices has not brought 
any large amounts of broomcorn 
acreage planted since 1944. 

As for the manufacturing end, 
there are between 1,300 and 1,400 
manufacturers in the field, of whom 
only about 50 or 60 are what one 
might call sizable. 

According to Department of Ag- 
riculture statistics, peak production 
of broomcorn occurred in 1923, 
when 81,400 tons were produced. 
The average price that year was 
$160 a ton. In 1924, 77,000 tons 
were produced; the average price 
was $96. The last good broomcori 
year was 1944, when 69,000 tons 
were grown, selling for an average 
of $215 a ton. 

During World War II, the Armed 
Forces in one year purchased 20 
pet of the total production. As 
yet, the Armed Forces have not de- 
cided on the broomcorn broom re- 
quirements of the expanding mili- 
tary services, but they say that 
“heavy orders” can be expected. 

The National Broom Manufac- 
turers and Allied Industries As- 
sociation was founded in 1909 for 
the purpose of promoting the sale 
of broomcorn brooms and educating 
the public and dealers of its aims 
in improving quality standards and 
practices within the industry. Its 
current membership consists of ap- 
proximately 150 members of whom 
more than half are corn broom 
manufacturers. 


Wholesale Sales Down, 


Inventories Even 


September sales of wholesalers 
were down 5 pct from August but 
were about the same as in Septem- 
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casd brass bene” 


_Menegram Doox Gattle 





This new, original Door Grille will catch the fancy of 
every home-owner. Available in all letters of the 
alphabet to give each door a personal, distinctive 
appearance. There’s nothing like it anywhere! 


Beautifully cast of durable brass as a combination 
door knocker and grille. Available in all standard 
finishes. Competitively priced with conventional 
designs... And individually, attractively packaged 
for effective merchandising and quick sales. 


*Cast brass line includes: Entrance handles, Escutcheon 
plates, Door grilles, Door knockers, Mail drop plates, 
miscellaneous finishing hardware. 


FOR IMMEDIATE DELIVERY ORDER TODAY 


HARDWARE OF PRESTIGE 





Ajax Hardware Manufacturing Corp. 
4351 Valley Blvd. Los Angeles 32, California 
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What Kind of 
Finish 
Do You Want? 





Be ft 


SOUTHERN 


woopD 


SCREWS 


(Slotted or Phillips Heads) 
come in a variety of finishes 


Bright or plated finishes . . . nickel screws . . . 
chrome plated screws . . . lubricated screws for hard 
woods—you’re sure to find the fasteners your cus- 
tomers want in the extensive Southern line. And 
we make up special screws to meet special needs, 
to your order. 

Southern wood screws are made of the finest ma- 
terials. Our plant is modern—our manufacturing 
methods completely up tp date. A unique and ex- 
acting inspection routine assures you of receiving 
a full measure of uniformly perfect screws in each 
and every box. 

You build customer good will—and profitable re- 
peat business — when you sell Southern screws. 
Write us today for complete information and 
catalogue. 


FACTORY WAREHOUSES 


4100 Dell Ave. 325 W. Ohio St. 
North Bergen, N. J. Chicago 10, Il. 


280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


® © © ® ® ® 
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Look! 


A SALES 
DOUBLE 
HEADER 


E DOOR CRASH STOP 
rr) 








SCREEN AND STORM DOOR 
CLOSER 






Shelby's No. 666 DOOR 
CLOSER and No. 95 18 2 
CRASH STOP are Double 
Header safety protectors 
for all storm doors — 2 
needed items to increase 
your sales. 


The No. 666, largest pneu- 
matic Air-Check made, 
closes doors smoothly and 
surely — without a bang. 
The No. 95 18 2 CRASH 
STOP protects doors from 
wind damage .. . doors 
open a maximum of 90°— 
spring absorbs the jar... 
door, glass, and hinges 
are saved. 


These two Shelby Feature 
Items will bring you DOU- 
BLE HEADER sales 
throughout the winter 
season. 


Order them from your 
jobber at once. 


The 





Spring Hinge Company 
Shelby, Ohio 








ber, 1950, reported the Commerce 
Dept. Total sales of wholesalers in 
September were estimated at $8,- 
936,000,000. Sales of durable goods 
showed a 3 pct drop from the pre- 
vious month. Merchant wholesalers 
showed sales below August for all 
major groups, except electrical 
goods and jewelry. 

Inventories were estimated at 
$10,000,000 in September’ un- 
changed from August. 


Sees Slight Decline 
In Consumer Durables 


A moderate curtailment of con- 
sumers’ durable goods is in pros- 
pect, L. Jay Atkinson, economist, 
Office of Business Economics, Com- 
merce Dept., told the 29th annual 
Agricultural Outlook Conference 
in Washington. He noted, how- 
ever, that stocks of items in this 
category in the hands of manufac- 
turers, wholesalers and retailers 
are unusually large. He also de- 
clared that buying of such mer- 
chandise has been at a relatively 


| slow pace since the first quarter. 


For the first nine months of this 
year, he said, electric refrigerators 
were produced at an annual rate of 
4,500,000, as compared with a rate 
of 6,500,000 in the base period, 
which was the first half of 1950. 
Electric washers were turned out 


| at an annual rate of 3,000,000 in 


the first nine months of this year, 
compared with 4,000,000 in 1950. 
There has been a moderate drop 
in production of domestic cooking 
stoves and ranges this year from 


| the record output of 5,200,000 units 





in 1950. 

Mr. Atkinson said that prelimi- 
nary data showed a decline in tele- 
vision inventories to 2,000,000 sets 
at the end of September. 











Inventories 
Hardware Wholesalers 
(Revised Series) 

{add 000,000) 

Month 1951 1950 1949 1948 
Jan. $425 $349 $396 $353 
Feb. 468 372 410 367 
Mar. 483 391 403 375 
Apr. 515 393 390 371 
May 527 394 378 374 
June 511 384 357 373 
July 500 354 354 366 
Aug. 475 337 342 362 
Sept. ... 329 330 360 
Oct. was 357 324 = 361 
Nov. ios 378 319 365 
Dec. i 392 314 366 
Source: Office of Business Economics, 
U. S. Dept. of Commerce. 











Sales of 
Hardware Wholesalers 


(Revised Series) 


(add 000,000) 

Month 1951 1950 1949 1948 
Annual 

Total’ $2,098 $1,719 $2,014 
Jan. 218 120 130 147 
Feb. 196 124 125 149 
Mar. 215 157 159 177 
Apr. 184 147 147 182 
May 184 «163 «=—«148—s«*166 
June 174 171 143 168 
July 158 193 126 161 
Aug. 180 233 142 177 
Sept. 175 205 160 180 
Oct. oud 209 159 186 
Nov. a 190 148 171 
Dec. Son 186 132 150 


2 Due to rounding, monthly figures do 
not necessarily add to annual totals. 
Source: Office of Business Economics, 
U. S. Dept. of Commerce. 











Credit Trade Growing 
After Long Decline 


For the second month in a row 
since relaxation of consumer 
credit controls by Congress, in- 
stallment credit showed a rise in 
September, the Federal Reserve 
Board reported. 

Installment credit rose $112 mil- 
lion during the month for a total 
of $13,156 billion. In August, the 
month right after the easing of 
controls, there was a $115 million 
rise. There had been a seven- 
month decline before the improve- 
ment in August. 

However, outstanding consumer 
credit at the end of September was 
down $118 million from a year 
ago, despite the gains in August 
and September. The rise in install- 
ment credit outstanding in Sep- 
tember was divided about equally 
between automobile sale credit, 
other sale credit and installment 
loan credit. 

There was a drop of $24 million 
in September in charge accounts, 
classified as non-installment 
credit. 


Remington Distributes 
Copies of McGuire Bill 


Copies of the McGuire bill, HR 
5767, now pending in Congress, 
have been mailed by the Remington 
Arms Co., Bridgeport, Conn., to all 
its distributors and dealers. An ac- 
companying letter suggests that 
anyone who wishes to express an 
opinion on the bill should contact 
their Senators and Congressmen. 

The purpose of the McGuire bill, 
introduced by Rep. John A. Mc- 
Guire (R., Conn.), is to make fair 
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A BIG SELLER because 


It has a Hundred Uses 
a Sheitield 
{Sheftiete m WATER 


pp/ Ge y p 
i eee y ma CRACK FILLER 


Sf [GFz \" 

/ WA, ). @ Sticks to Anything 
Gd Le@ & ( @ Mixes Easily with water 
Crack Filler. 


€ 


© 


... Will Not Shrink 
@ Becomes Hard as Stone 


- Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently te 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feature 
it strongly... and watch your 
soles grow . . . because your 
customers are looking for some- 
thing like this every day! 


wt TNS - 


PAINT CORPORATION 
CLEVELAND 19, OHIO 





Bt PAYS 
to install HELLER 
sO) Od ee Sd 


The lowest priced, highest quality, sectional and 
interchangeable store fixtures available.. Write 


today for huge catalog No. 


W. C. HELLER & 
Montpelier, 
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Be Prepared 
For the Spring 
Gardening 






Your customers will ask for 
KEES hand garden tools. Be 
ready—order now for the rush 
of spring gardeners. Each tool 
is made of 18-gauge, one-piece 
pressed steel, with baked 
enamel finish. The handle 
ends are closed, rounded and 
smooth—no wooden plugs or 
metal caps to work loose and 


come off. 
The set shown above 


is the four-piece No. 
184 set. Available also 
Grier trom your in three-piece Garden 

jobber. set No. 183. Set No. 
Write Dept. HA-8 183 does not include 


for free catalog. 
Since 1874 the fork. 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 


Individual tools: 2 dozen per case 
Set: 1 set per carton, 24 sets per case 
- 












GILBERT PLASTICS @ GILBERT PLASTICS © GILBEp, 


000 10P 





Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly, stored .. . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made te 
your specifications. 


° 
G | L R é K T PLASTICS CORP. @ HILLSIDE, N-*” 
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ECONOMY GRADE 
TOOL KITS are 
In Demand— 





Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON.- 
OMY Tool Kit 
holds 5 inter- 
ehange- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Seld by Leading Jobbers 


AMALITE, INC. 
1884 Pitkin Ave., Brooklyn 12, N. Y. 





F 
OR Fasr PROFIT Any 


PECORA 


BRAND 


ee 







Available in quarts, one-gallos 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK. 
LOADING CAULKING GUN 6lilustrated). 


PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 
PECORA SASH PUTTIES AND GLAZING COMPOUNDS 





For Building M Quality, it’s 


PECORA 


PAINT companys ‘8° 
tawrence & Venango Sts., Phila. 40, Pa. 


bonufacturers of Mastics for Structural Glass or Tile installa 
tions... Sealing Compounds...Glazing Compounds... Stove 
Puities. .. Roof Coatings... Industrial Paints and Finishes 


ials of Superi 
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trade agreements entered into un- 
der state laws enforceable against 
non-signers, as well as signers. 

In introducing his bill before 
the house, Congressman McGuire 
stated: 

“The purpose of this measure 
is ... to enable each State to pro- 
tect its domestic trade from unfair 
trade practices . . . (and) to re- 
store the Miller-Tydings Act to the 
status it occupied prior to the 
Supreme Court’s decision last May 
in the Schwegmann case... 

“We believe the principles under- 
lying fair trade legislation to be 
entirely sound for two basic rea- 
sons. First ... Price maintenance 
is necessary to preserve competi- 
tion at the retail level. Secondly, 
we believe that a manufacturer 
who develops a product, attaches 
his name to it, and spends huge 
sums in convincing the consuming 
public of its virtues . . . must be 
able to protect his investment 
against the depredations of the 
price cutter who uses the good will 
of the real owner for his own per- 
sonal gain.” 


Slight Increase 
In Store Failures 


Business failures among retailers 
amounted to 78 in the week ended 
Oct. 25, Dun & Bradstreet, Inc., re- 
ported. This compared with 70 in 
the previous week. 





China Bristle Imports 
Not Hurt by War 


The Korean war has not in- 
terfered with the normal rate 
of imports of hog bristles 
from China, which amount to 
approximately 5,000,000 
pounds annually, according to 
the report of the Bristle In- 
dustry Advisory Committee to 
the National Production Au- 
thority. Imports totaled 2,000,- 
000 pounds in the first five 
months of this year. The paint 
brush industry consumes large 
quantities of Chinese bristles. 

It was noted that imports 
of short length bristles had 
been below normal and the 
government is considering a 
revision of import licensing 
requirements in order to boost 
imports of bristles under three 
inches long. 











Dealers Urged to 


Promote Aggressively 


Effect of materials curbs will 
be most heavily felt in low satura- 
tion items, the most popular 
models in basic major lines and 
chrome trim, according to Harry 
B. Price, Jr., Norfolk, Va., vice 
president of the National Appli- 
ance and Radio Dealers Associa- 
tion, in addressing the Shreveport 
Radio and Appliance Dealers As- 
sociation. 

He urged an improvement in 
merchandising policies, substan- 
tial rewards going to sales people 
“vetting results.” He also pro- 
posed more aggressive promotions, 
both independently by dealers as 
well as tie-ins with promotions of 
utilities, distributors and manu- 
facturers. 

“He knows the distributor has 
a selling job to do through the 
dealers and he gains his best 
franchise protection by building 
volume in the lines with which 
he has identified his store. 

“He thinks big, concentrates his 
advertising for maximum impact, 
studies his industry as a general 
studies battle plans, and he has 
the courage to be big, bold and 
independent in his activities. He 
reads his trade journals for the 
help they bring him benefitting 
from the success of others. If a 
manufacturer has a program he 
thinks is sound, he follows that 
promotion fully and backs it up 
with original material. He recog- 
nizes himself as a citizen of his 
industry and he operates accord- 
ingly.” 


Water Heater Firm to 


Sponsor Dickens’ ‘Carol’ 


The Water Heater Division of the 
A. O. Smith Corp., is again spon- 
soring the traditional Christmas 
broadcast of Lionel Barrymore’s 
performance of “A Christmas 
Carol.” A. O. Smith, manufacturer 
of Permaglas automatic water 
heaters, is sponsoring the Charles 
Dickens’ classic on behalf of its 
more than 10,000 dealers. 

The program will be carried 
from coast to coast as well as in 
Canada and the Hawaiian Islands 
on more than 500 stations of the 
Mutual Broadcasting System. It 
will be put on the air at 4 p.m., 
E.S.T., Sunday, Dec. 23, with @ 
possibility of a delayed broadcast 
on Pacific Coast stations. On the 
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* AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


| 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 

















SIZES AVAILABLE h 
No. 10-18"’--Extends 18” to 30” 
No. 10-30"’--Extends 30” to 48”’ x 











No. 10-48"’--Extends 48” to 78” J wl 
“SS 


No. 10-72’’--Extends 72’’ to 108’ 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 














"These tapes are really 








The tape with 


the yellow core 


made by 
OKONITE 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


He fot Ment GY Hidtee.. 
a 
Ponther and ‘Dragon 


friction and rubber tapes 













MAKE MORE MONEY 
in running water with these 


PROFIT-LEADERS! 


HEAD OF THE HOUSEHOLD—Advance ) 











V-Series of centrifugal, Hydro-ejector type 
pumps, from 14, to 10 H.P. Pumping levels 
to 200 feet. Streamlined, quiet, depend- 
able. Write for catalogs. 


MEET MR. MULTISTAGE—Breaking performance 
records for extreme high pressure shallow well 
pumping, or deep well pumping to 300 feet! One of 
a complete line of multistage models for deep or 
shallow wells. Inquire. 


ALL-AMERICAN. Ad- 
vance’s newest ; Ameri- 5 





ca’s finest—a 100% self- 
priming shallow well 
system, loaded with ex- 
clusive, automatic fea- 
tures. Available with 
vertical tank or as 
package unit. Thou- 
sands sold! 













Distributors 
Dealers 

Increase ¥ 
share of 


our 
run- 






FREE...New 20-Poge Color Brochure 
Write nearest office today 


ADVANCE PvMP VOMPANY 


BERKELEY, CALIF HAMILTON, OHIO 


“Pioneers of the world’s standard Hydro-Ejector Type pump’ 
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@ Top-quality, outstanding beauty, distinctive fea- 
tures, complete line, nationally advertised, compet- 
itively priced. Leads in value. See your distributor 
or write us for full information. 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 
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NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 
IN | secono: 


WIPE ON AND 
RINSE OFF! 


Seal of Approval— 
U. S. Testing Co. 





ON EVERY BOTTLE 


COPPER BRITE, INC. 


$7.49 Pull 1109 N. Poinsettia Place 
FAIR TRADED Los Angeles 46, Calif. 





MONEY-BACK GUARANTEE 


Sold through hardware, variety 
and department stores exclusively 








McGill Brand 
mouse and rat 


TRAPS 


t 4 
t - ° 
) mM Zz E 


Vs) 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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basis of listener rating surveys, it 
is estimated that the program will 
be heard by more than 14,000,000 
people. 

The Water Heater Division of 
A. O. Smith, is supplying its deal- 
ers with a complete promotional 
package so that they can exploit 
the program in their own areas. 

Three-color window streamers 
are being supplied, as well as 
newspaper ad mats and copy for 
local radio spot announcements. 
Also available are special an- 
nouncement postcards which deal- 
ers may mail to their customer 
lists as a reminder to listen to the 
broadcast. 


More Machine Tools 
Shipped in September 


Machine tool shipments in Sep- 
tember showed an 8 pct rise over 
the previous month. According to 
the index of the National Machine 
Tool Builders Association, ship- 
ments were at 189.8 in September, 
compared with 178.9 in August. 


Promotion Launched 
On Automatic Washer 


General Electric has introduced 
a 1952 model automatic washer on 
which a program of promotion is 
planned. It is priced at $369.95, 
compared with $329.95 for the 1951 
model. A number of new features 
have been added to the 1952 model, 
although its general appearance is 
similar to this year’s washer. 

One of the innovations is a con- 
trol in the center of the agitator 
post, permitting the housewife to 
vary the amount of water she uses. 
There is also a switch enabling the 
stopping of the machine for any 
reason and then resuming the 
washing at that point in the cycle. 
It also has an interior light. 


Slight Change in 
Accounts Outstanding 


The index of instalment accounts 
outstanding at household appliance 
stores at the end of September, 
with December 31, 1939, equal to 
100, was 219, as against 258 in Sep- 
tember, 1950, and 216 at the end of 
August. 

The instalment collection ratio, 
with instalment collections during 
September as percentage of ac- 
counts outstanding at the begin- 
ning of the month was 12 pct, com- 
pared with 10 pct a year earlier and 
12 pet in August, 1951. 


Mail Order Business 


Increased in October 


Sales of mail order houses gen- 
erally showed considerable improve- 
ment during October. In the case 
of two of them, Sears, Roebuck 
and Spiegel, Inc., the gains were 
better than those registered by the 
nation’s department stores in the 
same period. Sears’ sales were up 
15.6 pet for the month while those 
of Spiegel registered a 13.8 pct in- 
crease. In the four weeks ended 
Oct. 27, the Federal Reserve Board 
reported department store sales 
showed a 4 pct increase over a year 
ago. 

Active promotions of merchan- 
dise by the mail order houses was 
one reason given for the sales gain 
in October. In the case of Sears, 
it was noted that there had been 
additions to its chain of retail 
stores. 


Sales of leading mail order and 
chain stores for October follow: 


% 
1951 1950 Change 
Sears Roebuck & Co. 
October $256,948,618 $222,318,959 -+165.¢ 
9 months 
Oct. 31 1,983,238,987 1,901,445,087 + 43 
Montgomery Ward & Co. 
October $117,370,933 $113,086,795 + 3.8 
9 months to 
Oct. 31 857,582,732 882,279,828 — 2.8 
Spiegel, Inc. 

October $14,803,810 $13,006,916 +13.8 
10 months 112,014,475 110,459,894 + 14 
F. W. Woolworth Co. 

October $57,295,445 $51,009,561 +128 
10 months 509,858,213 465,621,673 -+- 9.4 
Butler Brothers 
October $11,196,498 $12,686,078 —11.7 
10 Months 96,550,776 100,614,308 — 4 


Retail Collections 
Slower in New York 


There was a continuance of the 
downtrend in retail collections in 
most stores during September, the 
Credit Bureau of Greater New 
York, Inc., reported. The overall 
average of collections on charge 
accounts in key stores in the 
month was 47.62 pct, compared 
with 50.46 pct in the same month 
last year, a drop of 2.84 pct. 

For the first nine months of this 
year the average of collections on 
charge accounts was 52.08 pct, as 
against 53.5 pct for the same 1950 
period. 


Department Store Sales 


Show an Increase 


Dollar volume of department store 
sales in the week ended Nov. 3 was 
11 pet above the total for the same 
1950 week, reported the Federal 
Reserve Board. 


In the previous week sales showed 
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h mes I co Nationally Advertised Products 
# block vest Pome sows — nisels  for® 
Planes & hang MIN saws wood © + ook pl 
Mitre saw. we arivers 
seal ee? ws * 
GREAT NECK SAW MERS., inc. <2"9 8 i. x ett ares 
MINEOLA, NEW YORK . see your jobber 
“EVERYONE 
COBURN WILL WANT 


SLIDING DOOR HARDWARE 





When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 
Inclosed track * brackets « hangers * handles * guide rolls 
guides ¢ stops © binders * chafe strips * bolts * hinges 
For full information send for Catalog #200 


COBURN PRODUCTS 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. © Executive Office: 500 Fifth Avenue, 
New York 18, N.Y. © Sales Offices: Atlanta © Boston © Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 


| Midway Mirbrite Bits 
| “preferred by all 
who want the Gest!” 











Auger bits 
for every 
purpos? _ 


is a so Standard auger bits 


Auger bits for 17 sizes (446" to 24/j6") 





electric drills 
je” to 12/6” 
*Mircor Bright 





Rio Grande WOODENWARE 
THIS CHRISTMAS!” 


Here’s the answer to 
the extra special gift 
that customers de- 
mand each Christmas. 
Distinctive gift box set 
contains 11” hand deco- 
rated salad and fruit bowl, 10” matching fork and spoon and 
four 6” matching individual serving bowls. Available in all pat- 
terns. Shelf wide box trimmed in bright red and green holiday 
paper is a traffic stopper. Ready for mailing. 


BD 4y 


New “CAN-DO” Caulking Gun 


Cuts Caulking § 
Time As Much 
As 30 Percent 


Used like a pair of pliers, this new gun makes all caulking 
jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
able in 3 sizes—6/2", 10” and 15". @ Complete line of 
interchangeable nozzles. * Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn't interfere with arm 
movement. 

LIST PRICES . . . 6'2"' — $4.50; 10°° — $5.50; 15° — $7.00. 


WESTERN RESERVE MFG. CO. 3718 €. 93rd st., cleveland 5, 0. 







Gift Box Set 


2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 





























Ttudwag Sales Office and Factory 
THE MIOWAY TOOL Melvin, Ohio 














» meanest = 


GH POSIT! ” 
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ADJUSTABLE TO 
3 POSITIONS 


FITS ALL TUBS 


CAN'T SLIP 


list § 49 5 


PRICE 
HOME ESSENTIALS CORP., 305 N. FRONT ST., _COLUMBUS, OHIO 











Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
Dicest which appears in every issue of HARDWARE 
Ace. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 




















MARSHALLTOWN TROWEL COMPANY « 
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A PROTECTIVE COATING 
Hou! AT A PRICE 
® ANYONE CAN AFFORD! 


TECT 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


\ 


~ 










Y/Y 
— —Preserves Metal 
Lustre for Years! 


“hat 

oe Used on sterling, silver 
plate, chromeware, auto 

m chrome, brass, copper, 


1 ete. There are 

7 thousands of other 

uses in Home, Gar- 

“\s “ age, and Industry. 

Easy to apply with 

attached handy 

ek dauber. Dries In 15 
W minutes. 





Self-selling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 

A fast moving year 
Sound profit maker! Sy 
Order through your jobber 
today. Or write direct for 
further detalls. 


A PRODUCT OF 


TECT, INC. encLewoon, n. J. 

















How OLD is 
Santa Claus? 


This particular Santa —the one 
you see on the Christmas Seals— 
is a very healthy forty-five! 

Yes, this is the 45th annual 
Christmas Seal Sale —a holiday 
custom that has helped save 
5,000,000 lives. Yet, tuberculosis 
kills more people than all other 
infectious diseases combined. 

So, please, send your contribu- 
tion today. 


Buy Christmas Seals/ 
S15 OUR NEHER 


bem se Sooteivetes by 


94 





a 5 pet gain over a year ago and in 
the four weeks ended Nov. 3 they 
registered a 7 pct rise over the 
similar 1950 period. For the year 
to Nov. 3 department store sales 
were up 83 pct. 

The increase in the week ended 
Nov. 3 was believed to reflect buy- 
ing in anticipation of the increase 
in excise taxes becoming effective 
Nov. 1. Sales were higher in 11 of 
the 12 Reserve districts, with only 
Minneapolis, with a 6 pet drop, un- 
der the 1950 volume. Largest rise 
was registered in the Dallas area 
with a 20 pct boost over a year ago. 


Warns Dealers About 
Hamstringing Controls 


Organized groups of retailers 
were urged to maintain careful 
vigilance in Washington next year 
in order to enable dealers to avert 
being hamstrung by controls, 
Frank H. Ruth, Cape Electric Co., 
Alliance, O., a director of the Na- 
tional Appliance and Radio Dealers’ 
Association, told members of the 
Akron Appliance Dealers Associa- 
tion. 

Only “a fortunate set of circum- 
stances prevented a much larger 
percentage of retailers from being 
driven out of business last year,” he 
said. He added that the number 
could have been increased by 
tighter credit imposition on retail- 
ers, tighter consumer credit con- 
trols; continuance of the buyers’ 
strike or elevated excise taxes. 

Retailer groups for their own 
protection should study materials 
restrictions, disproportionate tax 
burdens and price, wage and credit 
controls, Mr. Ruth stated. He also 
called on retailers to keep more 
careful business records to serve as 
“trend barometers,” full use of 
cost -of- doing business surveys; 
study of new regulations, laws and 
taxes in order to prevent violations 
inadvertently. Use of local and na- 
tional inventory and market anal- 
yses in planning merchandising 
efforts was also called for. 


Output Increased 
On Rubber Tile 


The first straight-line production 
setup in the rubber tile industry is 
now in operation at Trenton, N. J., 
by the Rubber Flooring Division of 
the American Biltrite Rubber Co. 
The new equipment has resulted in 
a 25 pet expansion in output. 


(Resume reading on page 15) 





CHROME 
NIPPLES 
Vg" to 4" sizes 
Vg" and 1/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Garden Ave., Pittsburgh 12, Pa. 
7h 


















by EXPANSION 
Pa ele SHIELDS 
. 
Fer 
Z LAG SCREWS 
“ot HOLD AS LONG AS THE WALL LASTS 
MACHINE BOLTS 
~ ASK FOR CATALOG - 
DIAMOND EXPANSION BOLT CO., INC. 
DEPT. H.A. © GARWOOD, N. J. 














GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, Illinois 














@ EASIER TO USE 
LASTS LONGER 
@CLEANS BETTER 


a 


SUNSHINE 


MOUS MH OF 


FRENCH PROCESS 
CHAMOIS 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
MADE 1m USA DOUBLE VALUE TO THE 

} DOUBLE OUTY \ CONSUMER 


HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 

















THE NEW Columbiana 
CAM-LOCK HYDRANT 
*"Sold the Werld Over"’ 

Here's a fast-selling new Cam-Leek H 
drant for use on pressure lines. Sturdily- 
bullt with few moving parts, this Colum- 
blana Hydrant has no springs te rust eut. 


its many new features include: 
*% ONE-PIECE BRONZE VALVE BODY 
«x NON-CORROSIVE VALVE ASSEM- 


BLY 
* ANTI- ae ACTION 
* CAM-L HANDLE PREVENTE 
DRIPPING AND WATER WASTAGE 
market, Write today for somplete informe- 
Lead market. Write to: ‘or complete 
ss B-tee tien. Established 1888. 


Columbiana PUMP CO., Columbiana. Obie, U.S.A 











Bewildered? ? 


- then read . 
WASHINGTON NEWS. AND 
VIEWS on page 10 of this issue. 
Here are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washington af- 
fecting hardware dealers. This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 
ware dealers throughout the na- 
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HERE’S YOUR 
OPPORTUNITY 


COMPETE FOR 4° ANNUAL 





* | Build Prestige for you and your store with 


your customers and community. 


*% 2 Get National Publicity for you and your 


store in newspapers and magazines. 


% 3 Focus Attention of Trade and Suppliers 
on the job you’re doing as an alert, progres- 


sive retailer. 








Brand Name Retailer of the Year Awards 


LAST YEAR’S TOP HARDWARE WINNER 


a © — .- 


ee ee ee 








INCORPORATED 


ORD ANNUAL RETAIL AWARDS 


GIVEN TO 


VALENTINE'S 
BOULDER, COLORADO 


HARDWARE STORE 
BRAND NAME RETAILER OF THE YEAR 
For 1950 


ON 


BRAND NAMES DAY 
AT NEW YORK CITY, APRIL 11, 1951 





















20 BIG AWARDS 


80 Certificates of Distinction in... 


ALCOHOL BEVERAGES— AUTOMOBILE DEALERS—BUILDING 
MATERIALS—CHILDREN’S APPAREL—DEPARTMENT 
STORES, CLASS I—DEPARTMENT STORES, 

CLASS 1I—DRUGS—ELECTRICAL APPLIANCES 
FOOD—FURNITURE—GASOLINE SERVICE STATIONS 
HARDWARE— JEWELRY —MEN’S APPAREL— MUSIC—SHOES 
SPORTING GOODS—STATIONERY AND OFFICE SUPPLIES 
YARIETY —WOMEN’S APPAREL. 











SPONSORED BY 
BRAND NAMES FOUNDATION, INCORPORATED 


Given annually to retailers in 20 fields who best 
present the brand names story to customers and 
employees. Make sure your store is entered! No 
cost or obligation whatsoever! Simply mail the cou- 
pon below for full information and entry blank. 


Size of store does not matter. Last year over 
2,000 stores participated. Special awards were 
made in every field to big and little alike. 


Final awards will be presented April 16 at the 
annual Brand Names Day meeting, New York, 
before America’s top business executives. Here’s 
your chance to spotlight your establishment as tops 
in retailing. 





DIRECTOR OF RETAIL RELATIONS 

BRAND NAMES FOUNDATION, INCORPORATED 

37 West 57th Street 

New York 19, New York 

Our store would like to enter the competition for the 
Brand Name Retailer-of-the-Year awards. Please send full 
information to: 


Name 
Title 








Store. 


Address 














Type of Store 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 








Set solid, maximum, 50 words 00 
Ea additionol word.... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
GH ccancswesniscotgesdiwseveeneaes $2.00 
Each additional word ee 


Allow Seven Words for Keyed Addr 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5%, discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 

Cuts or special borders not occepted. 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportsnities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, (iterature, 
catalogs, etc., will not forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close |6§ days 
prior to publication date. 


Remittance must accompany order in form 
- J check or money order, not currency or 
mps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good yrospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Address Box 
A-351, care of Harpware Aas, 100 East 
42nd Street, New York 17, N. Y. 











RETAIL SALESMEN WANTED 


Reputable manufacturer offers patented novel line in 
Sprayer fleld (for household, garden & farm use) to 
salesmen contacting Retail Hardware, Department, 
Variety, Drug, Chain and General Stores. Midwestern 
territory open. Excellent commissions. State territories 
covered, lines handled, etc. 


Address Box A-388, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVES NEEDED TO 
COVER EXCLUSIVE territories, with full line 
of “ONE PIECE STEEL BATHROOM CABI. 
NETS.” Well designed and competitively priced, 
on ten per cent sales commission basis. Call on 
Plumbing Dealers, Builders’ Hardware, Tile 

tractors, Lumber, Millwork, Electrical and 
Department Stores. Fries & » Second and 
Madison, Covington, Kentucky. 


BUILDERS’ HARDWARE SALESMAN 
WANTED IN following territories: West Coast, 
Denver, Salt Lake City, St. Louis, Ohio, In- 
diana, Kentucky, Virginia, West Virginia, Mary- 
land and Delaware. anufacturers of fine locks, 
shelf hardware, etc. Address Box A-384, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMEN WANTED CALLING ON THE 
HARDWARE TRADE, hobby shops, etc., to 
handle as a side line on a commission basis a 
new, nationally advertised 6” diameter universal 
grinding disc retailing at $2.50. See first ad on 
page 295 of the October issue of Popular 
Mechanics. BEST TOOLS, INC., 2432 S. 61 
Ave., Chicago, Illinois. 








SALES REPRESENTATIVES: PROMINENT 
EASTERN BUILDERS’ HARDWARE manu- 
facturer is in position to take on capable men 
for complete line of residential and commercial 
locksets sold primarily to lumber and hardware 
dealers. We have a few excellent established ter- 
ritories and can make prompt deliveries. When 
replying, submit complete details to include age, 
territory covered, lines handled, etc. Address Box 
A-355, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
il direct. 


the accounts or you can bi 
Write for further information and references. 





WANTED—SALESMEN. SELLING PAINT 
DEALERS needing additional lines, to distribute 
nationally known brands—poster colors, oil colors 
in tubes. Commission basis. Choice territories 
still open. Particularly Central States. Write 
stating own phone number. RUXTON PROD- 
UCTS, 6315 Warrick St., Cincinnati, Ohio. 





BRUSH SALESMAN BY LONG ESTAB- 
LISHED MANUFACTURER of complete line 
of paint and varnish brushes; territories open: 
San Francisco-No. Calif.; also Northwest area. 
Furnish complete details. Address Box A-373, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN WANTED WITH GOOD 
CHAIN STORE following for a line of carded 
hardware, wood screws and stove bolts. Attrac- 
tive prices. Address Box A-381, care of Harp- 
7 Acz, 100 East 42nd Street, New York 17, 





COMMISSION SALESMAN—CALLING ON 
HARDWARE trade, covering New England and 
New York State, for complete plumbing and 
heating line. ddress Box A-391, care of Harp- 
wt Acg, 100 East 42nd Street, New York 17, 





Accounts Wanted 








Manufacturers’ Representative 


Covering Rocky Mountain region. Hardware 
and Plumbing jobbers’ trade. Finest following 
—non-competitive lines carried—major line only. 


Address Box A-383, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





ONE OF NEW YORK’S FASTEST GROW- 
ING Hardware Jobbers, enjoying a fine reputa- 
tion and offering nationally advertised lines, has 
a few openings for established salesmen with a 
following. Here is an excellent opportunity for 
immediate and large earnings in your own Metro- 
politan territory. Commission. BELF & LUSTIG, 
23 Park Place, New York 7, New York. 








MANUFACTURERS 


Aggressive, well connected Manufacturers’ 
Agents in Montreal with good following in 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH MANUFACTURER has open 
territories for successful sales producer. Prefer 
men now calling on paint, hardware, lumber deal- 
ers and industrials. Drawing account against 
good commissions. Will also consider side line 
— - yo 5 pombe Zs Address Box A- 

, care o ARDWARE AGg, 10 
New York 17, N. Y. ee 


PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) territories n. 
Commission, replies confidential. Address Box 
A-376, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 
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hardware, department and ain 
store fields wants substantial line for Quebec 
Province or Eastern Canada. 


Address Box A-390, care of HARDWARE AG 
100 East 42nd Street, New York 17, N. Y. 

















WANT TO EXPAND YOUR EASTERN 
SALES? New York representative with broad 
merchandising and promotion experience seeks 
lines sold through hardware or houseware chan- 
nels, Metropolitan New York or larger area. In- 
troduce new product or expand sales of one with 
partial distribution. Exclusive basis. Address Box 
A-246, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 











MANUFACTURERS’ REPRESENTATIVE 
SEEKS TOOL AND ALLIED LINES 


15 years association with the hardware jobbers and 
mill supply houses. Covering Eastern Pennsylvania, 
Maryland, Delaware, New Jersey, New York as far 
as Albany, and Connecticut. Excellent references. 


Address Box A-369, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














LINES WANTED. SALES REPRESENTA- 
TIVE, NEW YORK, covering y= 5¢ to $1.00 
Chain’ Stores and Jobbers, desires line tools, bard- 
ware, housewares or specialties, Have over 20 
years’ experience and extensive following. If you 
have the items I can give you quick action and 
volume sales. Commission. Address Box A-363 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE, 
COVERING RETAIL HARDWARE trade in 
Florida, Georgia (from Atlanta-South) and 
South East Alabama, desires additional major 
competitive priced line. Address Box A-387, care 
of Harpware AcE, 100 East 42nd Street, New 
York 17, NH. Y. 


Help Wanted 








MANUFACTURERS DIRECT _ REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Nort tn States open. Also required is & 
man in New York City for the Export trade. 
When writing, you may state all particulars ip 
complete confidence. Address Box A-178, care 
he A Acz, 100 East 42nd Street, New York 
17, N. X. 


Positions Wanted 








NEW YORK CITY RETIRED MAN, broad 
hardware experience, eager to re-engage to work 

rt or full time. Personable, educated, able. 

© project too large and none too small for care- 
ful consideration. Can I be useful to you? Ad- 
dress Box A-274, care of Harpwarz Asr, 100 
East 42nd Street, New York 17, N. Y. 





HOUSEWARE AND HARDWARE BUYER 
SEEKS new position with wholesaler in New 
York area. With eight years’ experience in all 
phases of the houseware and hardware field witb 
leading distributor. Address Box A-385, care of 
Harpware AcE, 100 East 42nd Street, New York 
17, New York. 
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Business Opportunities | Business Opportunities 





BUSINESS 


AGENTS. 





SUCCESSFUL HARDWARE, PLUMBING, PAINT AND APPLIANCE 
STORE FOR SALE COMPLETE WITH FIXTURES, SMALL INVEN- 
TORY. DOING ANNUAL VOLUME OF $200,000. NECESSARY 
QUALIFICATIONS—SUFFICIENT CAPITAL TO OPERATE. REASON 
FOR SALE IS PARTNERSHIP DISSOLUTION. 
WRITE BOX A-386, CARE OF HARDWARE AGE, 100 EAST 42ND 
STREET, NEW YORK 17, NEW YORK. 


FOR SALE 


FOR PARTICULARS 


PRINCIPALS ONLY. NO 





HIGHEST CASH 
PRICES PAID 


We need $2,000,000 worth of promotional 
sporting goods. This can be closeouts, dis- 
continued numbers, seconds or distressed 
items in Guns, Hunting Equip., Golf, Fish- 
ing Tackle, etc. We buy complete retail 
stocks and manufacturers’ surplus. Write 
or wire us about the items you have. 


SAM MAGES 
MAGES SPORTING GOODS CO. 
227 W. Madison St., Chicago, Ill. 














ESTABLISHED SMALL HARDWARE 
JOBBER IN good midwest city needs working 
ag with some capital for expansion. Must 

able to sell, and share management. Good op- 
: : Would 
merge with firm needing to move to good terri- 
tory. Address Box A-389, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 


portunity to get into going business. 





FOR SALE. LONG ESTABLISHED HARD.- 
WARE STORE with living quarters. Indus- 
trial town, South Jersey near Philadelphia. Ex- 
cellent location, clean stock and fixtures. $8500. 
Selling on account of health. Rent building. 
Address Box A-375, care of Harpware Acz, 100 
East 42nd Street, New York 17, N. Y. 








Aggressive hardware, plumbing, pumps, elec- 
trical. Arkansas Ozarks, between Lakes Norfolk 
and Bull Shoals. Clean stock, Corner location 
County seat square. Attractive lease; small effi- 
cient staff; profitable business. Invoice or walk- 
out. Good place to live; sportman’s paradise. 
$25 to $30,000.00 needed. 
Home, Arkansas. 


ox 97, Mountain 














100 E, 42 St. 








news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
ware people are just a few of the regular features of Harpware Ace that have caused more dealers to 


invest in subscriptions to HaRpwaAreE AcE than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


s Hardware dealers all over the country have discovered that 
t it pays to keep your eyes on Harpware Ace for ideas and 
QO” that mean more money in your pocket. Help on 


price control problems, new merchandising ideas, market 


New York 17, N. Y. 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 


DRILLS PF ELECTRIC % LECTRO- 
se HOME-UTIUTY = 
POLISHERS TOOL KITS 
BENCH <~<ClTEy STANDS 
GRINDERS ACCESSORIES 





Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 










CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges. . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles. 






Write for free 
GREENLEE 
Hand Tool Quick 


ee GRE. NLEE 


Se, 


pfele/ Rie) Ba 7 las) 13, | 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


INGERSOLL 





SHOVELS 


...Edges won't split or curl! 





—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices, 


"A Borg-Warner Product” 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 





















Corona No. 89A gM CTIA TLS 
— Write for big, FREE catalog 


CORONA 


CLIPPER COMPANY 
CORONA, CALIFORNIA 














Amalite, Inc. ..... 
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Keyweld 


. is the trade name of a line of products 
made by welding wires of various gauges 
together. The resulting products have square or 
rectangular meshes of varying dimensions. 

KEYWELD has many uses; such as flower 
bed border, poultry flooring, small animal pens, 


KEYWELD cement and stucco reinforcing and 
ismade numerous other uses. 
only by 


Keystone Steel & Wire Company 
Peoria 7, Illinois 
Makers of Red Brand fence, nails, poultry netting, gates, non- 
climbable fence and Keymesh, reinforcing for stucco and cement. 

















FINGER GRIP ADJUSTABLE CLIPS 


. +. for parking things where you use them. 


%* Fasten to any 
woodwork 
* Can be adjusted 
in a jiffy 
% Packed in at- 
tractive display 
boxes 
Popular Retail Prices 
Small — 3 for 10c 
Med.—8c, 2 for 15¢ 
Large — 10¢ 
Favorite with home 
workshop fans. 


ASK YOUR JOBBER 
—OR WRITE. 








ARTHUR I. PLATT CO. 


Fairfield, Conn. 














ROTO-EDGER 
Lawn and Garden 
EDGING, TRIMMING 
AND SHEARING TOOLS 
The Tools With The 
Exclusive 


FULL FLOATING 
(Compression Spring) 


KNEE ACTION 
Order Now 
For Spring Delivery 
MANUFACTURED BY 


ZUIKO 
5 Seer = EARL L. CHADWICK CO. 


+” P.O. Box 4080 Portiand 8, Oregon 





Rote-Edger Rote-Edger Rete-Edger 
Ne. 10 Ne. 20 Ne. 30 
Standaré Universal Deluxe 
$3.95 $4.95 $5.95 
6* $ ENG ’ ° 
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“d) stk 















bie ye et 


Your Best 
dk Bet All-ways 


Me 
ey 




















SIGNING EQUIPMENT 


@ COUNTER BIN EQUIPMENT 
7 @ TOOL MERCHANDISERS 
© Stacemaster EQUIPMENT 


REFLECTOR-HARDWARE CORPORATION 
AT 22ND PLACE 


Send today for your copy of 
our Visual 





a a 








Write Dept. HA-11. 





WESTERN AVE. 
CHICAGO 8, ILLINOIS 


99 








ACE HOMEMAKER GIFT SET 





ta Sore Se 4 Stainless Steel 
} ¢ | 


4 Ivory or Black 
—<<g| Catalin Handles 
a he fat ce, Lifetime 

| fa " Guarantee 


* Outstanding seller for 
3 Weddings, Showers, 





> Birthdays and Holl 
' 7-Pleces beastifully 
|) packaged In Gift Bex. 














SEND FOR CATALOG PAGES 
seedel, $1195 
Price List. 
? a #3 Bs a 
ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Kaife Shorpeaer end ZervespooN 


* a “ - 
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{ CHAIN FOR EVERY NEED 


Dre Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 








a 


re 
Y 0 UJ missing 


a new market in 


FREEZER 
PAPERS? 


You have a natural new group of customers 
who own home freezers or modern dual- 
type refrigerators. Offer them, with high 
profit to you, MacAdam’s complete assort- 
ment of: 

e RE-USABLE PLASTIC BAGS 

e ALL TYPES OF FREEZER PAPERS 

e PLASTIC AND PAPER CARTONS 

for meats, fruits and vegetables 
e CONTAINERS 


for soups, stews and leftovers 


Write to MacAdam for a catalog listing of the most complete 
line of all freezer requirements—both home and commercial. 


A. E. MACADAM & CO., INC. Brooklyn 5, N. Y. 



































TROJAN SAW BLADES 


ALL TYFES 
Jig, Coping, Jeweler:’, Fret, S<roll, Hack, Machine 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. | 


Ackermann - Steffan Div. 
PARKER MFG. CO. : 


Worcester, Mass. 


























Insist on 
TROJAN by name 











GENUINE 
ORIGINAL 


One set on « Card. 
12 Cards in © bex. 
SIZES 

Ay? Wa" Wie? 
 %" h” manufacturers. 


DOMES OF SILENCE 


SELL ON SIGHT whenthese attention-compelling con- 
tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furniture 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET 


NEW YORK CITY 
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